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Twenty-Ninth Year No. 11 


METHODS OF SELLING 
BUSINESS INSURANCE 





Hyman Berman of Mutual Benefit 
Addresses New York Asso- 
ciation’s Sales Congress 


MEETS TWO BIG PROBLEMS 





Provides Ready Cash in an Emergency 
and Buys Deceased Partner’s Share 
From His Estate 





NEW YORK, Mar. 11.—Hyman Ber- 
man New York, with the Mutual 
Benefit, addressed the annual Sales 
Congress of the New York Life Under- 
writers Association on business insur- 
ance here yesterday. Mr. Berman 
writes about 30 percent of his business 
on partnerships and corporation cases. 
He said: 

Who are my prospects for business 
life insurance? The men I have written 
for personal insurance are in many cases 
members of. partnerships or corpora- 
tions. They are my prospects and I 
consider them the best type of prospects 
because they eliminate, to a large extent, 
the difficulties that go with the ap- 
proach. 


of 


The Approach 


I say to them, “Gentlemen, I wish 

to present for your consideration a plan 
of insurance to protect needs and obli- 
gations that are certain and definite in 
connection with your business. These 
needs and obligations are rapidly being 
recognized by business men all over the 
country, 
_ “Some day you will need ready cash 
tor the expansion of your business or 
to repay some pressing loan and that 
day may be when obtaining it from your 
bank may be difficult and the rate of 
mterest uncertain. 

“Some day one of you will have the 
Problem of raising cash to pay over to 
the executors of the estate of the other, 
representing the cash value of his share 
m this business. If obtaining money 
may be difficult when both of you are 
here, how much harder will it be when 
one of you is no longer here? My plan 
of surance will raise that cash right 
now to cover those needs.” 

How Insurance Answers 


I elaborate on these two themes—(1) 
the sure need of money by the business 
aS a going concern, which can be ob- 
tained readily through the loan values 
of their policies, and (2) the need of 
money upon the death of one of the 
sovtnere, to enable the survivor to keep 
ce ameere going. I tell them that the 
ot re = makes certain that the estate 
ge ge eee will get 100 cents cash 
he sock dollar they have invested in 
a pusiness, provided, of course, that 
renner equals the amount of the 
a ae. The surviving partner gets 
+ traps _ He does not have to 
a's € or raise a liability to pay out 

eceased partner’s interest or go 
(CONTINUED ON PAGE 19) 














DUFFIELD ON FINANCE! TAKING OVER WESTERN 


CHICAGO, CINCINNATI AND NEW YORK, FRIDAY, MARCH 13, 1925 


ADDRESS BEFORE BOND CLUB | DEAL WITH THE ROYAL UNION 


Comments on Care With Which Life 
Insurance Funds Are Invested 
and Tells Why 


NEWARK, N. J., March 12.—Ed- 
ward D. Duffield, president of the Pru- 
dential, in an address before the Bond 
Club here, described the life insurance 
company as an investor. He traced the 
growth of the business through the as- 
sessment stage, which was found unsat- 
isfactory because of the _ increasing 
burden of the assessments, to the devel- 
opment of the level premium plan. This 
plan requires the accumulation of a re- 
serve to meet future claims which must 
be available on demand. The invest- 
ment of this reserve constitutes one of 
the greatest problems of the life insur- 
ance company. 

Adequate security must be provided 
for these investments, and they must 
be of such a character that they can run 
for years without being disturbed, or be 
converted readily into cash without loss 
in case of an unusual influx of claims 
due to an epidemic or some such cause. 
He cited as an example the influenza 
epidemic of 1917, when the claims paid 
by the Prudential alone amounted to 
approximately $20,000,000. 

Frowns Upon Stocks 


Stability is one of the chief require- 
ments of life insurance investments, and 
for this reason his company, according 
to Mr. Duffield’s statement, frowns upon 
the investing of its funds in stocks of 
companies whereby it becomes virtually 
a partner and must share in tne ups and 
downs of the business. 

In so far as it is practicable, it is the 
practice of the directors to encourage 
local projects. Years ago when the 
transportation question was uppermost, 
insurance companies invested in bonds 
to finance the development of country- 
side systems. Then came the problem 
of local transportation, and the com- 
panies invested in this form of securi- 
ties, to aid in the removal of people 
from the congested sections to the su- 
burbs where children can be reared un- 
der more favorable surroundings. Build- 
ing projects were then financed through 
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Merger Will Be Made of the Two Des- 
Moines Companies in Near 
Future 





DES MOINES, IOWA, March 12.— 
The Royal Union Life will take over 
the Western Life of this city if plans 
now under way are consummated. The 
Western Life was incorporated April 30, 
1907, with paid up capital of $200,000. 
James H. Jamison president and 
Harry St. John is secretary. The organ- 
ization has been cpnservatively managed 
and has met with creditable success. It 
has policies in force of around $20,600,- 
000 and assets of about $1,800,000. 

Making Fine Record 

The Royal Life, A. C. Tucker, presi- 
dent and D. C. Costello, secretary, is 
making a fine record in its expansion 
methods. When the State Life of lowa 
was merged with it an impetus was 
given that placed it right to the front 
among the progressive life companies of 


is 


Iowa. Now with the taking over of the 
Western Life another forward move- 
ment has been wrought. It is under- 


stood that several other companies were 
anxious to get hold of the Western. 





companies are taxed. He said that it is 
unfair that a man who invests in life 
insurance in California should have that 
money taxed in New Jersey. He de- 
clared that every dollar paid into the 
company represents the sacrifice of some 
individual to help and to protect some- 
one else, and that the section from 
which the payment was made should 
share in the taxes paid on it. 

Mr. Duffield said that the efforts of 
states through legislation to direct the 
investments of funds by insurance com- 
panies have proved futile, mentioning 
the Robertson law of Texas as the out- 
standing example. As a result of that 
law requiring companies doing business 
in the state to invest a certain portion 


| of the money they collected there in lo- 


the loading of money on bond and mort- | 


gage so that the average man 


have a home of his own. 
One-Half in Mortgages 


Approximately one-half of the reserve 
of the Prudential is invested in bonds 
and mortgages on property. Real estate 
mortgages numbering more than 78,000 
and amounting to more than $505,000,- 
000, averaging about $6,500 per loan, are 
held by the company. New loans made 
in 1924 amounted to more than $149,- 
000,000 and included more than $37,000,- 
000 on farms, $82,000,000 on dwellings 
and apartments housing over 25,000 fam- 
ilies, and $29,000,000 on other city real 
estate. Last year the Prudential made 
investments at an average rate of $4,- 


| . 
could | mendation 


200,000 a week, with a total of $219,- | 


000,000 added to the reserve and in- 
vested. Nd 
Mr. Duffield referred to what he 


termed the “unique laws of New Jersey” 
whereby the reserves of life insurance 


cal securities, many companies, includ- 
ing the Prudential, withdrew from the 
state entirely. 

Discusses Beha’s Suggestion 


He touched upon the recent recom- 
of Superintendent Beha of 
New York that the insurance depart- 
ment be empowered to appoint repre- 
senatives to the board of directors in 
mutual companies, calling attention to 
the fact that the caliber of men now 
on the boards of the companies could 
not be improved, and that an inspection 
of the personnel would convince the 
most skeptical that the men composing 
them could not possibly hope to be 
recompensed for their services by the 
small fees they receive. 


American Institute Meeting 


At a meeting of the board of gov- 
ernors of the American Institute of Ac- 
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New York Sales Congress Aims to 
Provide Material for 
Average Agent 


MANY ANGLES DISCUSSED 


Broad Program Is Given Touching On 
All of Principal Phases 
of Business 


By ROGER A. CRANE 
NEW YORK, March 11.—The fifth 
one-day’ sales congress of the Life Un- 
derwriters Association of New York 
was held March 10 with an enthusiastic 
attendance of 1,400. The meeting was 
opened, after invocation, by Robert L. 
Jones, general agent of the State Mu- 
tual Life. President Morrow explained 
the object of the congress, emphasizing 
the fact that it intended for the 
every-day producer the every-day 
policy, not for the big producer who 
specializes on large policies. The speak- 
ers throughout the meeting endeavored 
to present suggestions for increased pro- 
duction of the average agent. 
Too Small for Jobs 


John William Clegg spoke on the 
National Association. He said that 
little trouble is experienced with im- 
proper practices where a strong asso- 
ciation is maintained. When there is 
no association almost invariably the 
conditions are what they were 35 years 
ago. Mr. Clegg said that life under- 
writers are always too small for their 
jobs. The successful underwriter must 
not only know his own vast and compli- 
cated business, but also he must be 
acquainted with the business of his 
clients so that he can understand the 
problems and speak in the phraseology 
of that business. Too many underwrit- 
ers strive for volume of business with- 
out getting it on a substantial basis. 
Insurance companies now are empha- 
sizing the amount of business written on 
old policyholders, but this cannot be 
done unless the business is sold in the 
first place so that it will stick. 

Make Connection With Tax Expert 


was 
of 


Franklin W. Ganse of the Columbian 


National Life at Boston gave an in- 
structive talk on what the every-day 
agent should know about taxes. He 


said that it is not the duty of the agent 
to know all details of inheritance taxes, 
but should *know the broad principles 
and where to find the required informa- 
tion in detail on any case. Mr. Ganse 
recommended that the agent team up 
with some tax expert on a 50-50 basis 
to handle the few large inheritance tax 


| eases which may come up during the 


tuaries in Chicago Feb. 28 it was de- | 


cided to hold the spring meeting of the 
institute at the Hotel LaSalle, Chicago, 
June 4-5, according to the announce- 
ment of Secretary R. C. McCankie. 


year. He should know how to get per- 
manent estates analyzed and to make 
suggestions to cut down taxes. Mr 
Ganse gave an illustration of the use and 
value of the small life insurance trust. 
Monthly income insurance was the 
(CONTINUED ON PAGE 16) 
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JOHN T. BAXTER DIES 


ee 


MINNEAPOLIS COMPANY HEAD 


President of Northwestern National 
Widely Known as Lawyer and 
Business Man in Home City 


MINNEAPOLIS, MINN., March 12 
—John T. Baxter, for 19 years an official 
of the Northwestern National Lifé ‘and 
president of the: company since 1912, 
died at his home here Friday. Though 
he had been afflicted with heart trouble 
for two years, Mr. Baxter had been able 
to attend to his duties up to .within a 
few days of his death. 

Mr. Baxter ranked as one of the fore- 
most business men of the city and was 
active also in civic affairs. He was a 
member of the charter commission 
which has been drafting a new city char- 
ter to be voted on soon by the people. 

Mr. Baxter attained his high position 
in the life insurance world through his 
legal abilities. He did not grow up in 
the insurance profession. His first con- 
nection with the Northwestern National 
Life was as counsel, to which position 
he was appointed in 1906. Later he was 
made a director and vice-president of 
the company and in 1912 became presi- 
dent. 

During the span of years he was con- 
nected with the Northwestern National, 
its business increased from $30,000,000 
in force to $195,000,000 and its assets 
from $4,000,000 to $19,000,000. 

Mr. Baxter played an important part 
in the planning and building of the com- 
pany’s new home office in this city 
which was opened less than a year ago. 


Sketch of His Career 


Born at Berlin Wis., in 1862, Mr. 
Baxter obtained a grammar and high 
school education at West Salem, Wis., 
previous to entering Ripon college, 
Ripon, Wis., for a preparatory course. 
He studied there for three years, taking 
a prominent part in the oratorical work 
of his school and at the same time hold- 
ing a position as express messenger with 
the American Express Co. In 1885 he 
matriculated at Williams college, Wil- 
liamstown, Mass., and graduated with 
an A. B. degree, winning the Van Vech- 
lin prize awarded to the best extem- 
pore speaker of the graduating class by 
the popular vote of the students and 
faculty. 

Mr. Baxter came to Minneapolis in 
1887 and commenced the study of law 
in a Minneapolis law office. He was ad- 
mitted to the bar in 1889, 

Mr. Baxter was for many years a 
member of the American Bar associa- 
tion and at the time of his death was 
a director of the Hennepin County Sav- 
ings bank, 

Surviving, in addition to a wife, are 
two daughters, a son, two sisters and 
two grandchildren. The daughters are 
Mrs. H. B. Tillotson, 5028 Harriet ave- 
nue, and Miss Helen Baxter, at home. 
The son is John T. Baxter, a student at 
Williams college. 


Faneral Held Monday 


Funeral services were held Monday. 
Active pallbearers were officers of the 
company. They included Dr. Henry 
W. Cook, M. V. Jenness, J. S. Hale, E. 
D. Lacy, O. J. Johnson, H. B. Tillot- 
son and M. N. Nyman. 

Honorary pallbearers were directors 
of the company and two close friends of 
Mr. Baxter. They were F. A. Chamber- 
lain, E. W. Decker, C. T. Jaffray, J. A. 
Latta, E. L. Carpenter, B. F. Nelson, A. 
F. Pillsbury, T. F. Wallace, Douglas 
Fiske and Arthur Armatage. 


Western & Southern Joins 


T. W. Blackburn, secretary of the 
American Life Convention, announces 
that the Western & Southern Life of 
Cincinnati has been admitted to mem- 
bership, making a total of 138 com- 
panies, 





HAD STRONG LINE-UP 


PART OF OHIO’S GALA WEEK 


Central Sales Congress Was Held at 
Columbus, Well Attended and 
Filled with Men 


COLUMBUS, O., Mar. 10.— The 
central Ohio one-day sales congress, 
held in Columbus last Friday, under the 
auspices of the Life Underwriters As- 
sociation of Columbus, was the best 
meeting of its kind ever held in this 
city. Several hundred persons were 
present, coming from all over the central 
Ohio territory. The speakers were lead- 
ers in the life insurance profession and 
their addresses were full of interesting 
and valuable information. 

On the program of speakers. were 
John William Clegg, of Philadelphia, 
president of the National Association of 
Life Underwriters; Leo E. Thomas, De- 
troit, known as the Jack Dempsey of 
life insurance; Oliver Thurman, super- 
intendent of agencies, Mutual Benefit 
Life, and James Elton Bragg, New 
York. 

Clegg on Program 


In his introductory remarks, President 
John G. Belknap of the Columbus As- 
sociation presided and welcomed the 
delegates emphasizing the value of these 
sales congresses. Mr. Clegg also pointed 
out the benefits to be derived from such 
associations and compared conditions 
today with those of 16 years ago. The 
business, he said, should be studied in 
all its ramifications, if a life insurance 
man is to do the most for his fellowmen. 
Mr. Clegg said that because of lapses, 
the average life of a policy is seven years 
and that agents should exert their efforts 
to lengthen the life of policies. He said 
that he never gave rates until he was 
asked for them, devoting all his time to 
the needs of the prospect for insurance, 
and always let the prospect for insur- 
ance sign the application when he signed 
the medical certificate in the office of the 
physician. Only four cents of each 
dollar of taxes paid by insurance com- 
panies goes to the work of insurance, 
he said. Mr. Clegg urged his hearers to 
be counsellors not solicitors, and to love, 
serve and help one another. 


Thomas Tells of Work 


Mr. Thomas gave a _ characteristic 
rapid-fire address, in which he told his 
experiences in the writing of big men. 
He urged the insurance men to be 
counsellors and not solicitors, carrying 
out the thoughts set forth by Mr. Clegg, 
and elaborating upon it. His theme was 
the “Development of the Proper Per- 
spective.” He said that one, may have 
energy, courage, tenacity, enthusiasm, 
knowledge, and honesty and yet if he 
have not the broader view, the proper 
perspective, he will fall short in his 
work. 

The speaker describing his work ,in 
various cities told of his discourage- 
ments and how he tried to analyze the 
duties he had to perform; always seek- 
ing to find the elusive something that 
was necessary to his success and happi- 
ness. Mr. Thomas says he finally got 
his cue from a banker in New England 
and decided then to go to his prospects 
and frankly offer them information and 
advice in the role of a counsellor rather 
than as a solicitor. He found this plan 
successful. He hit upon the term life 
insurance counsellor or adviser and has 
held to that designation ever since. 


Thurman Is Speaker 


Mr. Thurman said that life insurance 
is the greatest business in the world and 
that its surface has barely been scratched. 
The greatest business challenge, he 
added, is made to those who are engaged 
in the life insurance business. The 
speaker said that worthwhile ideas are 
the tools of the profession and that one 
should read constantly and study all 





phases of the problems that in any way 


ATTACK NOW RENEWED 


NEW YORK COMMITTEE PLAN 


Hearing Is Arranged for This Week 
for the Modified Life Insurance 
Policy Contract 


NEW YORK, Mar. 12.—There is a 
renewal of the attack on the modified 
life policy. which was started last year 
by a special committee of the executive 
committee of the New York Life Un- 
derwriters Association. The committee 
is to appear this week before Superin- 
tendent of Insurance Beha to protest 
against this form. It has retained for- 
mer Superintendent F. R. Stoddard as 
counsel. 

It is stated here that the committee 
will direct its fire on the payment of 
commission on the increased premium 
at the end of the five year period. This, 
it will be argued, is in violation of the 
law. It is claimed here that the com- 
panies issuing this policy have been in 
conference on this subject and desire 
to work in harmony. It is said that all 
these companies will agree to pay no 
commission except renewals at the end 
of the five year period, or will allow 
the full payment on the increased prem- 
ium in the sixth year. 


Effect on Life Insurance 


It is said that data will be forthcom- 
ing by the local committee to show the 
unfavorable effect of this new policy on 
lite insurance in general. The commit- 
tee will declare that this is purely a 
competitive policy form which has a 
disturbing effect. It weakens public 
confidence in the standard form accord- 
ing to the committee. The special com- 
mittee consists of Shepherd Homans, 
Equitable Life of New York; J. S. My- 
rick, Mutual Life; Lawrence Priddy, 
New York Life; Graham C. Wells, 
Provident Mutual Life; J. E. Flanigan, 
Bankers Life of Iowa; O. S. Rogers and 
Edward J. Sisley. 








bear on insurance and the welfare of 
mankind. 


Huebner Also on Program 


Prof. S. S. Huebner of the Wharton 
School of Finance said that insurance is 
not a cut and dried vocation. He said 
that ideas and knowledge are necessary 
to success, together with the develop- 
ment of personality. The seller of life 
insurance must develop his own plans, 
he asserted, for getting his ideas across. 
Each man should have two funds, he ex- 
plained, one for speculation and the 
other for non-speculation. Many men, 
he added, cannot succeed unless they 
have obligations. He said that life in- 
surance is the fourth item in his budget, 
and the payment of each premium means 
comfort and happiness for him. He said 
that more attention should be given to 
life insurance as a savings plan and that 
life insurance cannot be compared with 
any other form of investment. Insur- 
ance should be increased, he said, as the 
purchasing power of the dollar goes 
down, and he advocated compulsory 
life insurance in order that a family may 
be protected against want. 

Mr. Bragg gave a highly entertaining 
talk on “Practical Methods of Selling 
Program Insurance.” He pointed out 
how insurance can be taken out to cover 
a man’s every need, and recited many 
personal experiences. Formulae are not 
applicable in all cases, he said, and one 
must be willing to look at himself ob- 
jectively, in an effort to work out the 
best plan by which he can put his own 
ideas across. 

The association has indorsed the life 
insurance agents’ qualification bill in- 
troduced in the house of representatives 
by Mrs. Romans of Columbus. It has 
been reported out favorably by the house 
committee on insurance. 





COMPANIES LOSE CASE 


POLICIES HELD FOR MURDER 


U. S. Circuit Court Affirms Decision; 
Holding Insurers for Double Indem. 
nity in Rosier Case 


PHILADELPHIA, PA., March 1)~ 
Two big life insurance companies hay 
again lost in the famous Rosier murder 
case which has dragged through th 
courts for the last year and a half. The 
United States circuit court of appeal 
here has confirmed the decision of the 
lower federal court which was to the 
effect that the widow, Katherine Rosier, 
who murdered her husband and the lat. 
ter’s stenographer, is entitled to double 
indemnity in an insurance policy held w 
the slain husband. 


Claimed Not Accident 


Counsel for the two appellant insur 
ance companies issuing the policies, the 
Equitable Life and the Missouri State 
Life, maintained that the plaintiff, Mrs 
Rosicr, was not entitled to the doubk 
indemnity 2s her husband’s death, it was 
claimed, was not due to accident but to 
“violation of the law.” But the cour 
cf appeals as well as the lower court, re- 
jected this plea of the insurance con- 
panies and ruled that the widow was er- 
titled to full compensation in the pol: 
cies. 

It is rumored that the two defendant 
insurance com-“nies may fight the case 
to the United States Supreme Court to 
determine just where the term “acc 
dent” comes in and where it does not 
come in, regarding a life insurance pol 
icy with double indemnity clause. 

The Missouri State Life carried two 
ordinary policies on Rosier’s life ior 
$10,000 each, with the provision lor 
double indemnity in the event of deatt 
by accident. This company also carnec 
a straight accident policy for $7500. The 
Equitable Life carried a policy for $500 
with the double indemnity provision. 


Killed at His Office 


On Jan. 21, 1922, Oscar W. R. Rost, 
an advertising expert, was slain by hs 
wife in his office on Walnut street. 1 
wife also fatally shot Rosier’s typist 
who was alone with her employer at tit 
time. At the murder trial of the widow. 
she was acquitted after a sensation 
trial on the ground of the “unwrittes 
law.” Mrs. Rosier was subsequetty 
allowed the proceeds of her husbands 
life insurance. But the life insuranc 
companies have fought tooth and 7 
against paying one cent of these por 
cies on the ground that it was not #& 
cident” but deliberate infraction of tht 
law—murder—by which the widow 
claimed the value of the insurance. As 
a result of the persistent refusal of ™ 
two insurance companies to pay the la 
of the policies, the administrator of ™ 
Rosier estate brought suit in the Umiteé 
States court in Philadelphia against ™ 
companies. 


American Life Reinsurance Event 
The American Life Reinsurance “ 


Dallas has issued a statement showing 


insurance in force March 10 of this s# 
as $50,260,000. Its 1925 business ™ 
date is about $5,000,000. The Americ 
Life Reinsurance has thus passed - 
$50,000,000 mark of insurance in 10% 
and it was celebrated with jubilation ® 
the head office. The stockholders — 
ing was fixed on March 10, which 
f the openiné - 
day, President A. C. 

for a buffet dinner for all | mt 
holders and their wives. This fficets 
lowed by a social evening. The © 
were present and acted as_hosts. ie’ 
American Life Reinsurance has r the 
splendid record and is well liked 1 
life insurance fraternity. 
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ON PUBLIC CONTROL 





Would Have New York Governor 
Appoint Half the Directors 
of Mutuals 





NOW ADMIRABLY MANAGED 





Says That Public Should Have a Bigger 
Voice in the Management of These 
Institutions 


NEW YORK, March 12.—Attorney 
Samuel Untermyer, who has figured 
conspicuously in attacks on insurance 
companies, and takes a prominent seat 
whenever he starts to do anything of 
a public nature, is moved to express 
his views following the suggestion 
made in the report of Superintendent of 
Insurance Beha last week to the effect 
that in order to safeguard the big mu- 
tual life insurance companies more ef- 
fectively the superintendent of insurance 
should have authority to nominate a 
certain humber to stand for election on 
the board of directors. He recommend- 
ed that a law to this effect be passed. 


Says Plan Would Fail 


Mr. Untermyer takes the position 
that the plan recommended by the in- 
surance superintendent would fail to 
give the public and policyholders the 
influence that they should have in these 
institutions. Mr. Untermyer contends 
that a director should hold his office in- 
dependently of the management and be 
subject only to removal by the gover- 
nor. He states that the governor of the 
state should have the power of naming 
half the members of the board. 

The Metropolitan, the New York Life, 
the Mutual Life and the Equitable Life 
of New York, Mr. Untermyer pointed 
out, control more than $4,000,000,000 of 
assets and have more than $22,000,000,- 
000 of life insurance in force. At the 
present rate of increase, he continues, 
these four companies alone will hold 
more than $10,000,000,000 of the people’s 
savings and wield a financial power 
“beyond conception.” 


Government Representation 


“I have long urged direct govern- 
mental representation on the boards of 
directors of these public-owned com- 
panies,” said Mr. Untermyer, “where the 
policyholders who own the companies 
now have no voice or representation 
whatever ; but it should be genuine, sub- 
stantial and not merely camouflaged 
representation and the appointments 
should be made directly by the governor 
and not by the superintendent of insur- 
ance, 

Says Official Is “Rubber Stamp” 


Amendments to the law are quite as 
much needed to protect the policyholders 
and the public against the superin- 
tendent himself, as to protect the policy- 

olders of these so-called ‘mutual’ com- 
a He has generally been the 
ee of the companies that he is 
Supposed to supervise and too often acts 
wale rubber stamp’ to register the 
= 1A their managers. The rewards 
ltd subservience are at times 
oy y distributed in the light of day 
‘_e as he leaves public office. 

cligible ne other things, he should be in- 
aan or any official or professional 
: ction with an insurance company 


tor ve vy 

years after he ; 
super} ceas 
superintendent, ses to be 
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FITTING IS PROMOTED 





IS AGENCY SUPERINTENDENT 





Equitable Life of New York Man Has 
Fine Experience in Office and 
Field 





William G. Fitting has been appointed 
superintendent of agencies of the Equit- 
able Life of New York. Mr. Fitting is a 
young man of energy and capacity who 
has risen from the ranks. He has had 
both office and field experience. He en- 
tered the service of the Equitable April 
15, 1909. In 1917 he became associated 
with Frank H. Davis who is now agency 
vice-president, who was then inspector 
of agencies at Chicago. He was trans- 
ferred to the home office as agency su- 
pervisor in 1921. Mr. Fitting has given 
particular attention to the Equitable 
agencies in the Metropolitan district of 
New York, the new insurance paid for 
within this territory increasing from 





WILLIAM G. FITTING 


Made Superintendent of Agents of the 
Equitable Life of New York 


$100,000,000 in 1921 to $180,000,000 in 
1924. 
Appointment Is Gratifying 
Mr. Fitting’s appointment is . ex- 


tremely gratifying to the field force, and 
especially to the managers and agents 
of metropolitan New York, over which 
he has had especial supervision in addi- 
tion to his work as supervisor of agen- 
cise at the home office. Since going 
to New York in 1921, Mr. Fitting has 
made a marked impression upon the 
agents and managers by his ability to 
cut red tape and forget rules when nec- 
essary to make a fair and just decision. 
One of his outstanding characteristics 
is his ability to make quick and accurate 
decisions. It is said of him that he has 
never required more than five minutes 
to make any decision. 

Another of Mr. Fitting’s strong points 
is his insistence upon the education of 
new agents in the permanent agency 
school conducted in New York. He has 
in addition the ability to inspire his 
managers to greater attainments, and 
the wisdom to let them strive for new 
heights by their own initiative. 


Praise From Davis 


_ Vice-President Davis has said of Mr. 
Fitting: “In all the years I have known 
him, I have never had one moment's 
worry about his decisions, nor a single 
doubt as to his ability to carry out in- 
structions without supervision.” 
Previous to going to the Equitable 
he had been connected with the New 
York Central in New York City for six 
years. In April, 1909, he entered the 
service of the Equitable in the auditing 
department, where he had ample oppor- 
tunities to study the work of the com- 





COMMENT ON THE PLAN 
COMPANY OFFICIALS AROUSED 


Much Speculation on the Suggestion 
Made by Superintendent Beha 
of New York 


NEW YORK CITY, March 12.—Ex- 
ecutives of life companies have been do- 
ing little else than commenting on the 
suggestion made by Superintendent of 
Insurance Beha in his annual report in 
which he recommended that the law be 
amended so that the superintendent be 
authorized to make certain appoint- 
ments of directors to go on the admin- 
istration ticket of mutual companies. 
The executives at first blush were rather 
loud in their denunciation of this plan 
as being paternalistic. Superintendent 
Beha seems to feel that his office should 
act as a nominating committee for a 
minority of the board of directors. The 
policyholders would have the opportu- 
nity of voting in favor of other directors 
than those nominated by the insur- 
ance superintendent if they desire. The 
“Journal of Commerce” in commenting 
on this says: 


Need Liason Officer 


“It is pointed out that if this system 
established were by modification of the 
law, and the superintendent were to 
name one or two of the candidates for 
election as directors, with their election 
by the policyholders, the state officials 
representing the people as a _ whole 
would have on the board of these com- 
panies a liason officer through whom 
the state could readily be advised as to 
the continuation of the administration 
of the company in the interest of the 
policyholders without having contin- 
ually to resort to long and extensive ex- 
aminations. It is recognized that some 
of these mutual life companies have de- 
veloped to such vast proportions that 
there can be little chance that the mil- 
lions of their policyholders can take a 
real interest in the selection of the per- 
sonnel of the board of directors, and 
with the state having representation on 
the board through this system of nomi- 
nations the proposition, it is claimed a 
safeguard would be set up against radi- 
cal attack from the outside, seeking for 
political control of these organizations.” 


Grant Is Made Actuary 


Otis P. Grant has just been elected 
to take the place of F. M. Phillippi as 
actuary of the Life & Casualty of Nash- 
ville, Tenn. 

Mr. Grant, secretary of the Farmers 
& Traders for eight years, is now actu- 
ary of the Cleveland Life. His new 
connection will be effective April 1. The 
Cleveland Life has not yet appointed a 
successor. 


Farmers National Gains 


Under the leadership of Ben F. Bili- 
ter, the new president of the Farmers 
National Life of Chicago, the company 
has been making especially good prog- 
ress since the first of the year. During 
January and February it gained more 
insurance in force than was gained in 
the first three months of 1924. 





pany. He was not placed in any routine 
job, but acted as assistant to the late 
Auditor Scott, in which capacity he was 
given many special tasks. One of the 
first of these was the preparation of a’ 
detailed report of the functioning of the 
various branches of the auditor’s depart- 
ment, which necessitated his interview- 
ing practically everyone in the depart- 
ment and familiarizing himself with the 
work. This and similar pieces of work 
afforded him unusual opportunities for 
study and development. 


The Occidental Life of Albuquerque, 
N. M., is applying for admission to Vir- 
ginia and is expected to be licensed at 





an early date. 








HEARING IS HELD 0 
WISCONSIN CODE BILL 


Arguments on Two Sections 
Offered by Counsel for Life 
Insurance Companies 


NEW ACCIDENT CHAPTER 


Commissioner's Amendment Replaces 
Nelson Provisions—Final Outcome 
Is Still in Doubt 


MADISON, WIS., March 12.—At the 
hearing held last week by the senate 
committee on corporations and taxes of 
the Wisconsin legislature in regard to 
the bill proposing a recodification of the 
insurance statutes of Wisconsin, there 
were only two features of the chapter 
relating to life insurance on which argu- 
ments were presented. Frederick G. 
Dunham, counsel for the Association of 
Life Insurance Presidents, appeared to 
oppose the section which would virtually 


give the insurance commissioner the 
power to regulate rates for the total 
and permanent disability provisions, 


and offered an amendment to that sec- 
tion. Commissioner Smith’s position 
was that in the case of a mutual com- 
pany particularly, the man who did not 
have such a clause in his policy should 
not be required to stand part of the 
expense of carrying such provisions for 
other policyholders, if investigation 
should show that the rates were inade- 
quate, and he therefore wanted to be 
given the authority to look into the ade- 
quacy of such rates and require an in- 
crease if he found it inadequate. 


Provision on Non-Medical 


G. E. Merigold of the Prudential ap- 
peared in opposition to the provision 
which would prohibit a mutual company 
from issuing non-medical business in 
excess of $500 without keeping it in a 
separate class. He contended that even 
if investigation shows there might be a 
difference in the dividend that should be 
allotted to policyholders of that class, 
the accounting expense involved under 
the proposed provision would more 
than eat up the difference. For exam- 
ple, if a $10 dividend were declared for 
both classes and investigation might 
show that it should really be $10.50 for 
one class and $9.50 for the other, the 
involved in the segregation 


expense \ 
might easily bring it down to a point 
where neither would get more than 
$9.50. 


Objections offered by the fraternals, 
which obiected to the bill’s definition of 
group insurance, were presented by S. 
A. Oscar of Madison. 

Accident Provisions Amended 

The chapter covering accident 
health insurance, which has brought out 
probably more opposition than any 
other part of the bill, has been entirely 
eliminated, as regards the form in 
which it was originally introduced. Fol- 
lowing the hearing Commissioner Smith 
himself introduced an amendment pro- 
viding a substitute for the entire chap- 


and 


ter, which Attorney R. W. Jackman, 
representing the companies affected, 
stated has been accepted by them as 


preferable to the original bill, although 
the accident and heaith companies 
would like to see the present law stand 
without material amendment. The 
amendment offered ‘by Commissioner 
Smith is merely a modification of the 
present standard provision law and does 
not contain the theory of .Thomas P. 
Nelson, who drafted the original chap- 
ter, that an accident and health policy 
can be issued for indemnity only. 
Strong resolutions condemning the bill 
(CONTINUED ON PAGE 32) 
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NEWSPAPER FIGHT 
ON ACCIDENT POLICY 


Hearst Publications Start Sharp 
Attack on Chicago “Tribune” 
Big Campaign 


POLITICAL ANGLE FOUND 
Federal Life’s Contract Is Center of 


Fire—Hearing Is Set Before Illinois 
Department 





A big newspaper and political fight 
has been precipitated by the Federal 
Life of Chicago and the Chicago “Trib- 
une” accident policy proposition. The 
Chicago “Tribune” is offering a $1 acci- 
dent policy in the Federal Life to any- 
one who will cut out a coupon in the 
paper and send in a dollar. The policy 
is a limited policy, covering common 
carrier accidents, and reduces’. the 
amount for private automobile acci- 
dents. The Chicago “Herald & Ex- 
aminer” has an accident policy adjunct, 
it offering a policy provided a person 
would subscribe for the paper and pay 
50 cents additional. This policy is writ- 
ten by the North American Accident 
with the principal sum $5,000 instead of 
$7,500 as the Federal offers. The ages 
of persons to whom the Federal Life 
will issue such a policy range from 
10 to 70 years of age, whereas the North 
American policy for the “Herald & Ex- 
aminer” ran from 18 years to 70 years. 


Got Many New Subscribers 


_ The “Herald & Examiner” was mak- 
ing considerable progress in stimulating 
its circulation through this method. The 
Chicago “Tribune” evidently desired to 
blast this form of circulation stimula- 
tion and hence concluded to make ar- 
rangements for a policy that would be 
issued to anyone that would send in a 
coupon regardless of whether he was a 
subscriber or not. The Chicago “Her- 
ald & Examiner” carried the fight to 
Springfield, to the state capitol. Busi- 
ness Manager Brooks of the “Herald 
& Examiner” and the political editor 
visited Governor Len Small last week, 
resulting in a hearing being scheduled 
for Friday of this week before Director 
- _—— and Commerce Clifford Ire- 
and, 
Political Angle Is Seen 


One of the interesting sidelights is the 
fact that the Chicago “Tribune” has 
been the relentless and bitter enemy of 
Governor Len Small, having attacked 
him and his administration from every 
possible quarter. The “Herald & Ex- 
aminer” on the other hand has been 
favoring Governor Small. 

. Charges were filed on behalf of the 

Herald & Examiner” complaining of 
the policy contract issued by the Fed- 
eral Life. Evidently strong political 
pressure will be brought to bear on the 
administration on the ground that no 
favors should be shown the “Tribune.” 

The “Herald & Examiner” endeav- 
ored to get the Illinois insurance de- 
partment to shut down on the Federal 
Life issuing these policies pending the 
final decision and although a suggestion 
to that end was made there has been 
no let-up in the avalanche of applica- 
tions that have ‘gone through the “Trib- 
une” office. 


Policy Was Approved 


The special policy issued by the Fed- 
eral Life was approved by the Illinois 
department ‘so that the Federal feels 
sure of its legal position. The “Herald 


& Examiner” claims that the policy was 

not referred to the attorney-general’s 

office nor the head of the department. 
(CONTINUED ON PAGE 17) 








BIG DEMAND IS SEEN 


—_—- 


POLICY CREATES 
Tribune Travel Accident Offer Floods 
the Federal Life with Truck Loads 
of Applications 


INTEREST 





The Chicago “Tribune” has been de- 
livering applications for the travel and 
street accident policy which it is issuing 
to its readers through the Federal Life 
in truck loads to the home office. A 
special force ot 85 stenographers and 
clerks put on to handle the applications, 
has been completely swamped and the 
regular force of the Federal Life was 
asked to put in last Saturday afternoon 
and Sundky at the office in order to help 
catch up with the influx of business. 

Over 150,000 applications have been 
received. Just how long the “Tribune” 
is going to continue to push the propo- 
sition has not been determined but the 
efforts of the paper to put the policy 
over have been redoubled since the at- 
tacks made upon it by the Hearst in- 
terests in Chicago. 


Approval Obtained 


Inasmuch as W. E. Brimstin, secre- 
tary of the Federal Life, was careful to 
obtain the approval of the Illinois insur- 
ance department before entering into 
the contract with the “Tribune” he does 
not anticipate any difficulty. Oscar 
Steinkemper, manager of the newspaper 
department of the Federal, is kept busy 
answering three telephones which are 
on his desk, two of them connected 
with the “Tribune” switchboard. 

The innovation of a newspaper policy 
which can be purchased by readers of 
the paper without subscribing has cre- 
ated quite a sensation. The policy is a 
subject of conversation in all parts of 
the Chicago “Tribune” territory. On 
elevated trains and in hotel lobbies 
people are discussing accident insurance 
and comparing the insurance that they 
carry. 

Good Spread Had 


Because of the fact that the Chicago 
“Tribune” has a very wide circulation 
outside of Chicago in Illinois, Indiana, 
Wisconsin and Iowa, Mr. Brimstin feels 
that a much better spread is being had 
than on any other newspaper contract 
that could be obtained. Instead of be- 
ing concentrated all in Chicago a large 
volume of business is being received 
from surrounding territory. Mr. Brim- 
stin anticipates that a quarter of a mil- 
lion of these policies will be in force 
eventually. 

Catastrophe insurance of some kind is 
now in the process of arrangement. 
With a large proportion of the business 
concentrated in the city this precaution 
is regarded as necessary. 


Has Its First Death Loss 


The Federal Life had its first death 
loss under the Chicago “Tribune” policy 
when Raymond Walsh, connected with 
the Chicago police department, was 
killed while trailing a speedster on his 
motorcycle. He crashed into a taxicab. 
Under the policy he was entitled to 
$2,000 and the claim was paid promptly. 

The companies that have been getting 
into the newspaper accident insurance 
business are the National Casualty of 
Detroit, North American Accident. In- 
ter-Ocean Accident of Chicago, Great 
American Casualty of Chicago. Hereto- 
fore policies have only been issued to 
subscribers. The company has _ there- 
fore done some selecting. Very few 
would issue policies to policemen, fire- 
men, aviators or those in specially haz- 
ardous occupations. The ages ran from 
17 to 70. The Federal Life goes much 
farther in insuring anyone whether sub- 
scriber to the paper or not. The ages 
run from 10 to 70. Anyone regardless 
of occupation can get a policy. The 
only questions along underwriting lines 
that the Federal Life asked are the age, 
whether a person was blind or so lame 








HAD RECORD CONGRESS 


BIG MEETING IN CLEVELAND 


Over 1,200 Gathered for Northern Ohio 
Conference Last Week, Enjoying 
Strong Program 





CLEVELAND, O., Mar. 10—The 
northern Ohio division of the state sales 
congress held its sessions in Cleveland 
last week with more than 1,200 insur- 
ance men and women throughout north- 
ern Ohio in attendance. This was an 
increase of about 25 percent over last 
year’s meeting, and probably established 
a record for attendance in proportion to 
the size of the association conducting 
it, the congress averaging about 25 per- 
cent of the membership of the Cleve- 
land association. 


Clegg and Huebner Spoke 


John H. York, president of Cleveland 
Life Underwriters, presided. After the 
invocation by Dr. William Hiram 
Foulkes, pastor of the First Presbyte- 
rian Church, President Clegg of the Na- 


| tional Association openéd the congress 
| with the keynote of better service and 


more ethical field practice. 

He was followed by Dr. S. S. Hueb- 
ner of the University of Pennsylvania, 
who made a strong presentation of 
“The Scientific Treatment of Life Val- 
ues Through Life Insurance.” He spoke 
in a most convincing manner and held 
his audience in the closest attention un- 
til adjournment. 

E. B. Hamlin, president of the Ohio 
Association of Life Underwriters, acted 
as chairman of the afternoon session. 
Willard I. Hamilton, vice-president and 
secretary of the Prudential, directed his 
talk especially to the work of the indus- 
trial agents, of whom there were nearly 
500 in attendance. He paid a tribute to 
the late Fred W. Tasney of the Pruden- 
tial, who was to have been the closing 
speaker on the Cleveland program. 

Henry G. Wischmeyer, general agent 
of the John Hancock, offered a memo- 
rial resolution to Mr. Tasney, which 
was adopted. 


Had Strong Sales Talks 


James Elton Bragg of New York 
gave his talk on “Practical Methods of 
Selling Program Insurance.” The con- 
gress was closed with a strong appeal 
by John L. Shuff, home office manager 
of the Union Central in Cincinnati. He 
had been given the subject, “How to 
Become a Big Producer,” and said he 
didn’t know any other way except 
through service to others. “If a man 
knows his business and can tell it with 
a smile, he won’t have much trouble 
getting interviews. The true life under- 
writer is a missionary who is willing to 
spend and be spent that others, long 
years afterward, may be nourished and 
made happy.” 

Drew Large Attendance 


The Ohio sales congréss, alone, has 
justified the close cooperation of the 
15 local associations comprising the 
state body. Hundreds of men who can 
not attend distant national conventions 
are brought under the inspiration of 
great speakers and shown better meth- 
ods of selling. It is significant that the 
Cleveland congress drew almost as large 
a crowd out of an area less than 100 
miles square as the national convention, 
held in Cleveland in 1921, drew from all 
United States and Canada. Bankers, 
salesmanagers in other lines and busi- 
ness men who were invited got a new 
conception of life insurance and the ef- 
fort that“is being made to give the pub- 
lic the best possible service. 








as to not be able to navigate. The Fed- 
eral Life in extending the coverage re- 
lies of course on the bigger spread that 
it will get. It expects in this way to 
overcome the more hazardous features 
that could be guarded against in a se- 
lective process. 





AGENT MUST CHECK 
UP ON HIS OWN WORK 


Carefully Kept Record of Inter. 














Presit 
views Is Basis of Production det 
Says Schmidt 
IDEAS ON PROSPECTING orp 
Cold Canvass Can Be Avoided by Stand: 
Proper Cultivation of Old Policy. Tha 
holders and Use of Leads Gained 
NEW YORK, March 11.—Speaking To 
before the one-day sales congress of the hod-cz 
, , . , . “te 
New York Life Underwriters Associa. aeve 
tion, Arthur H. Schmidt, of the New belong 
e 
England Mutual, gave some valuable Sashes 
. *-« cla 
suggestions on supervising one’s own Cleg 
time and effort. He said: oo 
Life, as you know, develops into a neuer 
. . ‘ . - Ca 
series of habits. Why not acquire one aes | 
that is bound to make more money for d a 
‘ e 
you? Three years ago I decided to keep 15.000 
. a, 
track of the actual time I spent out of oder 
my office soliciting. This daily- record cent 
shows, not only this information, but tions 
also shows the number of old _policy- Wher 
holders, old prospects, and new pros- hounc¢ 
pects | have seen during the day. Most life in 
important of all, it shows the actual time ing, 1 
spent each day interviewing subjects ior ills th 
insurance. I construe an interview a tion. 
being the submission of some sort oi 
proposition, either orally or in writing The 
to a prospect. I never submit specimen lot of 
policies or illustrations. Any proposition : hie 
submitted in writing is hand tailored, 1 Ne 
and drawn to meet a definite need. some 
attrac 
Daily Goal respe 
. the s 
I set myself a daily goal as to the the fz 
number of hours I want to solicit. I try policy 
to make it four hours a day. I endeavor tives. 
to interview on an average at least four meth 
prospects a day. I must see at least orgat 
one new prospect every day. Now then, the fi 
I also set myself a weekly quota as to ment 
number of applications and amount ol 
business to be written. This is further 
carried on to a monthly basis, so as to “O 


enable me to make up any weekly deficit the b 


By following this plan carefully, I have Clegs 
developed a very consistent production. ness 
Must Keep Record ~~ . 

Unless a record is kept, it is impos- pe 
sible to determine where you are falling dinar 
down. It is possible you may not be dies 
keeping in close enough touch with your cide 
present policyholders. If so, your record This 
will tell you so. If you are not seeing 2 to gc 
sufficient number of new prospects, this were 
chart will show it. The actual time you ‘Wel 


spend talking your proposition may n° phys: 








bear the proper ratio to the time you sick 
are out of your office for the purpose of kind 
soliciting. If this is so, it shows that to h: 
you are not planning your calls properly derw 
or that you are spending too much time lot a 
cooling your heels in the outer office. busir 
is usually a good plan never to wait te to us 
see your prospect, if he happens to be now 
busy when you call, except when yo" and 
have a definite appointment. By follow 
ing this method you impress him with 
the. fact that you at least place a high Ne 
value on your time. stan! 
Check Is Necessary = 
Regardless of how hard you think yo" dicte 
work, or how efficient you think yor It 
might be, by constantly keeping check abou 
on yourself, you cannot help but do 3 this 
bigger business. To get the most benefit and 
out of a compilation of this informatio”, est 1 
you should file each week a summar! veal 
of the week’s effort and results, am and 
make comparisons from week to week Ti 
No matter how good the showing, you ried 
will always find lots of room for ™ matt 
provement, and the ambitious man can = 





(CONTINUED ON PAGE 32) 
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CLEGG GIVES ADVICE TO 
“INSURANCE. SALESMEN 


President of the National Life Un- 
derwriters Association Makes 
Some Observations 








OLD THINGS PASSED AWAY 





Standard of Solicitation Has So Changed 
That Agents Have Become Special- 
ists in Service 





To be a hod-carrier and belong to the 
hod-carriers’ union would cost much 
more than to be a life underwriter and 
belong to his local underwriters asso- 
ciation, declared President John W. 
Clegg of the National Life Underwriters 
Association at Indianapolis, “and hod- 
carrying is not a profession,” he added 
with a smile. There are 160 local un- 
derwriters’ associations, he said, with 
15,000 members. There are 150,000 life 
underwriters altogether but the 10 per- 
cent who are members of the associa- 
tions represent the best in the business. 
Where associations are weak there is 
hound to be lots of trouble among local 
life insurance representatives, with twist- 
ing, misrepresentation and all the other 
ills that grow out of a lack of coopera- 
tion. 

Corrected Many Evils 

The association idea has corrected a 
lot of the evils to which business was 
subject some fifteen or twenty years ago. 
Twentv-five years ago there was little 
attraction in the life business for a self- 
respecting man. This was no fault of 
the salesmen, Mr. Clegg said, but was 
the fault of the companies which had no 
policy of standards for their representa- 
tives or regard for the ethics of their 
methods. The underwriters’ associations 
organized and developed by the men in 
the field are responsible for the improve- 
ment in field practices. 


Calls for Big Men 


“Our business is so big it calls for 
the biggest men we can produce,” Mr. 
Clegg declared. “It is the biggest busi- 
ness we have in this country; it touches 
the lives of every man, woman and 
child.” In selling life insurance the 
agent used only to quote rates—on or- 
dinary, limited pay and endowment poli- 
cies, leaving it up to the prospect to de- 
cide what kind of insurance he wanted. 
This, Mr. Clegg, said, is like it would be 
to go into a lawyer’s office, tell him you 
were in trouble and have him ask you, 
‘Well, what do you want?” or into a 
physician’s office and tell him you were 
sick and have him then ask you what 
kind of medicine you thought you ought 
to have. “Today, to be successful un- 
derwriters, we’ve got to know a whole 
lot about our own and the other man’s 
ousiness,” he said and urged his hearers 
‘o use the fine educational helps that are 
now available in text books, periodicals 
and bureaus on salesmanship. 


New Uses Are Developing 


New uses for life insurance are con- 
stantly developing, he said, and one 
which is still new but destined to be- 
wed one of the most important, he pre- 
Te is for philanthropic bequests. 
tis not hard to get a man to talk 
rg his business, Mr. Clegg said, and 
= : a good way to get his interest 
pm hs ten use the underwriter’s strong- 
vealed ho eeegestion, as to needs re- 
and its» what he tells of his business 

its relation to his family life, 
wr pod was when life underwriters car- 
onan med temas cases filled with printed 
wallets ese gave way to well filled 
and th en the wallets were discarded 
© agent carried printed matter 


HAD FEW SUGGESTIONS 


_ 


EXECUTIVE COMMITTEE MEETS 
Conference of National Life Underwrit- 
ers Association Leaders Was Held 
in New York 





NEW YORK, March 12.—At the 
meeting of the executive committee of 
the National Association of Life Under- 
writers in New York, Monday, it was 
recommended that an _ international 
meeting be held in 1926, possibly in De- 
troit. No definite action was taken but 
there is a growing sentiment in favor of 
spreading the association movement 
throughout the English speaking coun- 
tries and in time connecting it with the 
activities of the league of nations to- 
gether with other international organ- 
izations. It was urged that paid 
secretaries be maintained by the local 
association wherever possible and that 
local dues be raised to a dollar a month 
everywhere to increase the efficiency of 
local dues be raised to a dollar a month 
tions. It is hoped to make the associa- 
tion movement self sustaining. The 
matter of suggesting appropriate pro- 
grams to local associations for each 
month together with speakers was con- 
sidered. The program for the Kansas 
City convention has not yet been de- 
cided. 


around in his pockets, fresh leaflets in 
one pocket and soiled and worn appli- 
cation blanks in the other. Then he was 
satisfied with a rate book in his hip 
pocket. Now many agents do not even 
carry rate books. 
Reduce Pocket Contents 

“I’ve discovered,” Mr. Clegg said, “in 
my brief career that the more we carry 
in our pockets the less we carry in our 
heads.” It is his own rule, he said, 
never to quote a man a rate unless he 
asks for it and then to quote in percent- 
ages according to ages. “Personally I 
never write an application,” he said. 
That is taken care of when the applicant 
is examined. There is danger that the 
underwriter will let himself be too small, 
he should think in big figures and be 
ready to associate with men big in the 
business world. “Most of us live from 
our ears down instead of from our ears 
up,” he said. In study and preparation 
a man can spend some time profitably at 
his desk. “We don’t write business with 
our feet but with our heads,” he said in 
commenting on the type of manager 
who insists that his men keep out of the 
office and keep continuously seeing peo- 
ple. 

Insurable Values Unprotected 


But one-tenth of the insurable values 
in this country, based on a very conserv- 
ative estimate of earning values as 
made by Dr. Huebner, are at present 
covered by life insurance. Dr. Huebner, 
he said, is at present doing inestimably 
good work for life insurance in prepar- 
ing a series of text books, two of which 
will be issued this year, in which the 
importance of protecting earning capac- 
ity will be brought out for the student. 
Text books used in schools and colleges 
now do this for those forms of insur- 
ance which protect property. 

Mr. Clegg protested against the pres- 
ent terminology of life insurance which 
he said was due for revision and reform. 
He does not like the terms, “soliciting,” 
“premiums,” “dividends” and_ other 
words which are not properly descrip- 
tive or have acquired disfavor for some 
reason or other. He uses such terms 
as “contracts.” “investments,” “deposits,” 
etc. He said he does not sell insurance 
but investments and when sold on this 
basis the business sticks. 

Pleasure from Achievement 

The pleasure to be derived from this 
business, he said, is not merely making 
money. which lacks thrill, but the sense 
of achievement. Life underwriters 





* feet of office space. 


PLANS ARE APPROVED 





WERE COMMENDED BY BEHA 





Letter to New York Life States Its 
Building Program Is Justified 
and Needed 


NEW YORK, March 10.—The build- 
ing plan of the New York Life has 
been officially approved by Superintend- 
ent Beha of the New York insurance 
department. Mr. Beha in a letter to the 
company last week stated that the con- 
ditions fully warrant the erection of the 
gigantic structure planned by the New 
York Life. The plans call for a sky- 
scraper that will furnish 800,000 square 
The entire Madison 
Square Garden site will be used. 

Comments Favorably on Plans 


In his letter to the company Mr. 
Beha comments favorably on the entire 
building program. He states that he is 
convinced that it is for the best interests 
of the New York Life that it immedi- 
ately perfects plans for the erection of a 
new home office building and that the 
site and plans suggested are of the best. 
The site is centrally located and con- 
venient to various transportation facili- 
ties. It is convenient not only to the 
many employes, but also to policyhold- 
ers and those who must do business 
with the home office. By the time the 
building could be completed, the office 
requirements of the New York Life 
would be at least 400,000 square feet of 
This building which will fur- 


space. c ! 
nish 800,000 square feet of space will 
only provide ample space tor future 


growth of the company. 


Figures on Resisted Claims 
A total of only $70,461.45 in death 
claims has been resisted by the North- 


western Mutual Life up to Jan. 1 of the 
present year, according to figures of 


the company’s accumulated resisted 
claims given out. At the same time, 
representatives of deceased  policy- 


holders have been paid $360,858,998.57 
in death claims, which under ordinary 
conditions were paid within an average 
ef two days after receipt of proof of 
death. A listing of all resisted claims 
together with the reasons for refusal to 
pay reveals that lack of adequate proof 
of death has been a factor in five out of 
the twelve claims resisted. Other rea- 
sons for refusal are: Policy lapse in a 
term policy and insured never furnished 
certificate of insurability for reinstate- 
ment; falsity in application, and dispute 
over change in beneficiary. 


should use their influence, he said, to 
correct the tax abuses to which life un- 
derwriting is subjected. The political 
power of life underwriters who see thou- 
sands of voters day by day is unmeas- 
urable, he said, and can be used to great 
advantage if properly directed toward 
correcting many ills. 

There is no best company, he de- 
clared. The majority of companies will 
give equally good results and the dollar 
invested with one will pay out practically 
the same if invested with any one of 
scores of other companies. 


Tahoos Competitive Methods 


Mr. Clegg does not believe in the use 
of competitive methods among under- 
writers. If it is discovered that a pros- 
pect is already being solicited by an- 
other competent underwriter and being 
given good service which has about in- 
duced him to take a policy, the decent 
thing for the second underwriter to do 
is to withdraw and go on some other 
prospect. “At least 90 percent of com- 


petitive cases are settled on the basis of 
sentiment, anyway,” he declared. There 
is so much business to be written that 
it is not necessary to compete and it is 
always best to cooperate. 





WHAT LIFE INSURANCE _ 
OFFERS TO SALESMEN 


Hugh D. Hart of the Aetna Life 
in New York Points Out 
Advantages 


CAN RENDER BIG SERVICE 


Agent Can Make a Good Living and at 
Same Time Do Much for 
Mankind 


NEW YORK, Mar. 17.—In the New 
York City Life Underwriters Sales 
Congress Hugh D. Hart of Hart & Eu- 
bank, managers of the Aetna Life here, 
spoke on some of the problems of the 
life underwriter. He said in part: 

Norwell Hawkins, who was sales 
manager for Henry Ford, in his inter- 
esting book, “The Selling Process,” tells 
us that every normal man has an ambi- 
tion to three directions: 
First, he wishes to make money; sec- 
ond, to win an honored name; and 
third, to serve his fellowmen. 

Mr. Hawkins has omitted a fourth 
part of the normal ambition, namely, the 
desire to engage in a vocation that one 
will enjoy. 

Financial Opportunities 


succeed in 


How does the life insurance vocation 
measure up under the test of these four 
parts of our problem? 

i—What are the financial opportuni- 
ties? 

The financial opportunity in a given 
vocation is determined very largely by 
the size of the clientele from which it 
may draw its revenue. There are only 
two businesses which deal with a wider 
variety of patrons than the life insur- 
ance vocation; viz., the business of 
transportation and the mercantile busi- 
ness. All other businesses are restricted 
to comparatively small portions of the 
public. 

We have said it so often that it has 
lost much of its original force, that 
every man and every woman of good 
moral character, in good health and able 
to pay a life insurance premium, is a 
possible customer of the life insurance 
salesman. 


Should Be Encouragement 


The tremendous financial opportunity 
that is embraced in that statement 
should constitute a source of encourage- 
ment and inspiration to every man with 
a rate book. Whenever a financial de- 
pression prestrates any one branch of 
American industry the life insurance 
salesman can turn to other branches 
that are not affected. On the contrary, 
when prosperity comes to any part of 
the business community the life man 
can glean his part of that prosperity 
by focusing his attention upon that 
group. 

Method of Compensation 


A second financial advantage accruing 
to the man who is engaged in the busi- 
ness of selling life insurance is the 
method by which he is compensated. In 
practically all other vocations a man’s 
income is paid him during the current 
year while his services are being ren- 
dered. In the life business, however, a 
part of the pay is cash in the form of 
first year commissions, but another part 
is reserved as an income to be distrib- 
uted throughout a period of years fol- 
lowing the year in which the sales are 
made. It would be a blessed piece of 
good fortune for men engaged in the 
other vocations if their compensation 
could be received in the same manner. 
A third advantage from a financial 
standpoint of engaging in the business 
(CONTINUED ON PAGE 15) 
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SIX ACTS GOT THROUGH 


—__ 


ALL ADMINISTRATION’ BILLS 





Summary of the Legislation Passed in 
Indiana During the Session That 





Has Closed 
INDIANAPOLIS, IND., Mar. 11.— 
The © Indiana legislature adjourned 


Monday without passing any bills det- 
rimental to the insurance business. 
Twenty-nine insurance bills, seven of 
which were fathered by Commissioner 
McMurray, were introduced. Six of 
these administration bills were passed 
and one got lost in the jam at the close 
of the session although it was on the 
way to passage. All the rest of the 29 
bills were killed. The six bills that 
were passed were as follows: A bill 
under which the state will pay prem- 
‘ums on surety bonds of state officials 
who are required to file bonds. The 
option of such official to provide per- 
sonal surety is still retained but it is not 
likely that personal surety will be se- 
cured when corporate surety can be had 
with cost to the official. 


Investment Limitations Broader 


The bill broadening the investment 


limitations of Indiana life insurance 
companies was passed. By this the 
list of securities in which life com- 
panies may invest their assets is in- 
creased, The restrictions are still 
greater than in eastern states. Until the 


passage of this law Indiana life com- 
panies could invest only in real estate 
used for home office purposes, real es- 
tate mortgages, federal, state, county 
and municipal bonds. This new meas- 
ure also makes provision whereby the 
liability as custodian of the funds on 
deposit under the state compulsory de- 
posit law may be segregated and an 
arrangement may be made with a lo- 
cal bank as depository in the home 
office town of a life company for the 
deposit of the legal reserve securities. 
At present all of these reserve funds are 
deposited in Indianapolis under direct 
control of the state insurance commis- 
sioner. As these funds aggregate $75,- 
000,000 the responsibility has become 
pretty heavy for a single state official. 

The details for application of the 
new law have not been worked out but 
Commissioner McMurray favors hav- 
ing a bank official made jointly respon- 
sible, under adequate bond, with the 
state commissioner to act as custodian 
of the funds in his bank, where the 
home office of the life company is not 
in Indianapolis. This will simplify the 
maintenance of the reserves under the 
State control, Mr. McMurray believes, 
and will also eliminate the risk in- 
volved in transporting securities to In- 
dianapolis and reduce annoyance and 
expense. The bill also provides that 
abstracts and other non-recordable 
‘papers in connection with loans need 
not be deposited. The enactment of 
this measure seemed imperative, the 
commissioner says, as the problem of 
housing the mass of papers in the state 
house has become acute. 


Can Not Touch Proceeds 


Another administration bill that 
passed provides that the proceeds of 
life Insurance policies made to specific 
-beneficiaries cannot be levied upon for 
debts of the assured after his death. 

_A bill which makes it possible in In- 
diana to issue a life policy that shall 
be irrevocable as to beneficiary was al- 
‘sO passed, such provision to be made 
at the option of the policyholdler. 

A non-medical bill was also passed, 
under which policies may be issued by 
life. companies without a medical ex- 
amination. 

A bill was also passed to standardize 
provisions in life company policies so 
that Indiana compahies may issue cer- 
tain forms of policies that are issued 
by companies of other states but not 





OLIVER THURMAN IN OHIO SALES 
CONGRESS TALK OUTLINES PROGRAM 





EFORE the southern Ohio sales 
B congress in Cincinnati last week, 

Oliver Thurman, superintendent of 
agencies of the Mutual Benefit, deliv- 
ered a strong and interesting address on 
“Salesmanship.” He applied it to life 
insurance exclusively. He went back to 
his early experiences in the field and 
stated that he had no doubt but that 
many solicitors of today followed the 
same style of tactics as he did at that 
time. His usual opening in meeting a 
prospect was: “My name is Thurman. 
I represent the Mutual Benefit.” This 
is so common an introduction as to be 
almost universal, yet its psychology is 
entirely forbidding. 


Is Wrong Way to Start 


In the first place, the solicitor’s name 
means not a thing to the majority of 
prospects. It carries no weight unless a 
man is unusually well known. The phrase 
“I represent” indicates at once that 
the man is an emissary. He is approach- 
ing in the interest of some cause foreign 
to the prospect’s immediate interest. It 
sets up an inhibition at once. And when 
“Mutual Benefit” is mentioned, and the 
prospect knows that the subject is to be 
life insurance, immediately a compara- 
tive thought is introduced, for there will 
certainly underlie in this man’s mind, 
as the argument is developed, the won- 
der as to what other companies, some 
of which are perhaps better known to 
him, would offer in the same circum- 
stances. In a word, the phrase invites 
comparison and also competition. In 
Mr. Thurman’s opinion, it would be far 
better to state that the salesman de- 
sired to meet the prospect to become 
acquainted with him. 


Innumerable Sales Methods 


There are many ways of developing 
sales methods. Every man can and will 
work out his own. The effectiveness of 
these plans will depend very largely 
upon the quality of receptivity which 
the agent himself displays for the work- 
able ideas that are being brought out 
and reported through educational ave- 
nues in abundance. With these as a 
basis, the solicitor can, by study and 
experiment, evolve a selling plan which 
will have tremendous effect. 

The main tools of a salesman are 
ideas. In the final analysis, the prob- 
lem resolves itself into seeking ways 
and means for transferring these ideas 
into the minds of other men. Nothing 
has ever been accomplished without 
ideas behind it. But is must be realized 


4 that ideas also inhibit action and every 


suggestion that will create an adverse 
opinion must be avoided studiously. 


Four Main Motivating Ideas 


Years of thought on the subject have 
brought out the main ideas that moti- 
vate men to favorable action on life in- 
surance. These ideas are deeply imbed- 
ded in every human being through cen- 
turies of desires and habit. They are: 
The poverty complex; the acquisitional 
instinct; the fear of loss of what is pos- 
sessed; and the desire to transmit prop- 
erty. 

Generations before us have created in 
us an abhorrence to dying without 
property. e are brought into this 
world free of debt and we must go out 
solvent. No one thinks of going to the 
potter’s field without shuddering and 
this very thought has sold more millions 
of life insurance than any other one mo- 
tive. 

Everybody too has the instinct to‘ac- 











permitted under the old law: to Indiana 
companies. 

Commissioner McMurray leaves Sun- 
day for New York to attend various 
committee meetings of the National 
Convention of Insurance Commission- 
ers. 





quire property. When they come to 
realize that life insurance is not only 
property, but the greatest and best form 
of property, they buy. Our problem is 
to bring about this understanding. A 
$1,000 policy in any company is a cross 
section of millions in bonds and real 
estate. 

The more a man possesses, the more 
he studies the possibilities of losing 
what he has, and the more pitfalls arise 
in keeping his worth intact. To this 
man, life insurance policies offer an 
added means to retain his wealth. 
His studies show that conversion of 
other properties into life insurance 
will be an added safeguard to all his 
affairs and he takes advantage of it. 

And when men do acquire a fair 
share of this world’s goods, the problem 
of its equitable distribution at death 
and undue without loss becomes a real 
one. To this end, life insurance is the 
one thoroughly capable means, for di- 
rect bequests through life insurance are 
ideal, and the only way in which losses 
at death through taxes and depreciation 
may be offest is through life insurance. 


Approach “Clears the Decks” 


To work out a sales interview, Mr. 
Thurman believes that a large and im- 
portant part of the salesman’s function 
is to “clear the decks” for the implant- 
ing of ideas. This is the approach. He 
explains a most practical way of intro- 
ducing the subject of the sale through 
the means of a chart. His study has 
been directed to the life history of many 
American business corporations and 
their growth. One company has been 
in existence for 77 years. Seventy of 
these years were spent in building it up 
to a certain point. This company’s out- 
put then doubled in the next seven. An- 
other company doubled its business in 
14 years from the point that it had 
achieved after 49 years. The individ- 
ual’s income doubles between the ages 
of 37 to 45 years, It takes but eight 
years to increase this much over the 
previous sixteen. In other words, the 
future of any business or individual has 
a very large potential earning capacity 
which life insurance must capitalize. 
During the early years of an individ- 
ual’s life, good will is being built up 
and knowledge is being acquired. Abil- 
ity thus worked up, and time are the 
foundations for increase in earning ca- 
pacity. 

Suggest No Inhibition 


These ideas presented to a prospect 
carry with them not the least sugges- 
tion of an inhibition. There is not a 
chance for a difference of opinion of- 
fered. The background thus created 
leads most naturally into enlarging upon 
the ideas that life insurance carries 
with it. The salesman does not sell life 
insurance. He merely talks life insur- 
ance in a large way and the insurance 
sells itself. 

Mr. Thurman told of one outstanding 
producer and his methods. This man 
eliminates all loose talk from the begin- 
ning of his interview because he has 
studied his man and his proposition 
down to the last detail. In fact, he 
spends 90 percent of his time in choos- 
ing his prospects, and preparing him- 
self on their cases. When he is ready 
to make his sale, he tries his best to 
get the prospect to say “No” as quickly 
as possible and thus to conserve his own 
energies. If there is any reason why 
he canrfot complete the sale, he wants 
to know it at once. By properly de- 
signing his approach, he is able to de- 
termine if the man is really a prospect, 
if he has the money to buy, and if he 
will be open minded on life insurance. 
Furthermore, he eliminates competition. 
By the time his approach is finished, his 
prospect is in the state of receptivity 
which opens the door to adequate insur- 
ance. 





EXPLAINS HER SYSTEM 


TELLS ENDLESS CHAIN PLay 


Miss Sanders, in Talk Before Ney 
York Sales Congress, Gives Basis 
of Her Selling Program 





NEW YORK, Mar. 10.—Miss Marion 
Blair Sanders of the Travelers, who has 
made a success of the endless chaip 
system in New York, outlined her meth. 
ods in an address before the annul 
sales congress of the New York Asggo. 
ciation of Life Underwriters here today 
Miss Sanders spoke of her work as iol. 
lows: - 

“Of course I cannot tell any of yoy 
here how to use the endless chain 
method for getting prospects. You all 
use it every day. You are working on 
several chains at the same time. I have 
been drafted to tell you how I use the 
endless chain method in my own pro- 
duction. 

Service Is Basis 


“I always try to get the names of 
prospects on the basis of  service— 
never as a personal favor. I find the 
best way to get names of prospects from 
customers is to sell them the policy that 
best suits their needs. 

“For instance, this winter I was sent 
to a cartoonist by a friend. The car- 
toonist is well known to all of you. His 
pictures appear in one of the New York 
daily newspapers. He told me that he 
did not want or need life insurance. His 
wife was dead, he had no children, his 
mother and other members of his fam- 
ily were all well taken care of, and he 
would never marry again. His wife had 
been ill for two years before she died, 
part of the time unconscious and part 
of the time out of her mind, so that he 
knew only too well what permanent and 
total disability could mean. He told me 
that if I could show him how he could 
insure himself against total and perma- 
nent disability and provide income for 
old age, he was interested, not other- 
wise. I sold him a deferred annual pre- 
mium annuity with disability for $100 
per month, and a health and accident 
policy. He was so well pleased with his 
insurance that when I delivered the pol- 
icy he gave me the names of two met 
school teachers. I have sold one of them 
and am negotiating with the other, and 
they have given me names of others. 


Return to First Source 


“One thing that I consider very im- 
portant is to always go back to the per 
son who gives me a name and tell him 
of my success. In every case, he likes 
it, and is interested, and nine times ov! 
ten will give me one or two more nailts. 
I do part of my business among bus: 
ness and professional women and find 
the endless chain method works just 4% 
well with women as with men. 0 
West 115th street in one apartment 
house’ I have insured 14 graduate 
nurses, one sending me on to another, 
in every case. In asking for names, ! 
never ask for but one name. A persof 
will always think of one name when he 
cannot think of nine or ten, and by ask 
ing for one I always get one or two % 
three. - 

“Perhaps my most interesting case ° 
endless chain is this one. In 1922, be 
fore I knew a whole life from an &™ 
dowment, I was sent to see a Mr. Alles 
on Chambers street. He had been é 
clined by five companies, but volun- 
tarily gave me ten names ot his a“ 
quaintances. I called on all ten - 
wrote three of them for a total of $!° 
000. They, in turn, sent me to others. 
and to this day I am calling on peopy 
who have come from that original = 
in my chain, and my chain has ae 
so long that the people I am calling 
today never even heard of Mr. A i 
who started it. I went back to that 4 : 
Allen many times for names. He - 
not only a link in my endless chain, % 
one of the best centers of influence ° 
ever had.” 
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75th Annual Statement 






NATIONAL LIFE INSURANCE COMPANY, MONTPELIER, VERMONT 


STATEMENT JANUARY 1, 1925 


CASH INCOME 


Premiums for Insurance............ 
Bemeeeee OE TIONS. i és ck ccc cececece 
Considerations for Life Annuities... . 


Considerations for Supplementary 
SN AS chWdeds voce eeenaee 


$13,939,139.18 
4,655,450.43 
509,941.44 


208,394.15 
129,066.80 





ASSETS 


Government, State and Municipal 
Bonds, Par Value, December 31, 
Mia Wate te ded ckawesescede 

(Market Value $30,704,362.88) 

Mortgages, First Liens............. 

Policy Loans and Premium Notes... . 

Real Estate, Book Value............ 

Cash in Banks and Office............ 


$19,441,992.00 


$30,454,961.88 


41,918,734.57 
14,495,882.06 
1,370,856.95 
1,405,551.19 


Interests and Rents Due and Accrued 2,253,535.93 








Deferred and Unreported Premiums. 2,001,600.99 
Due from Agents (net)............. 4,925.36 
IS is rb goes eked Boe 93,906,048.93 
PONE nv icivkccccesscacotes 8,276.85 

I eee my ee $93,897,772.08 











DISBURSEMENTS 

ng ce cenéeeeh see eou $ 3,185,187.50 
so ce ete n a dbbed 6tats 3,703,350.33 
pT REFIT OE OTT PET TET 768,798.82 
Supplementary Contracts .......... 97,683.61 
Matured Endowments ............- 2,082, 102.64 
Surrender Values .......cccccccccces 1,787 ,008.99 
Disability Claims 2...) codccdcccces 14,796.79 
Dividends left with Company....... 52,160.51 
Total to Policyholders.............. 11,691,089.19 
All other Disbursements............ 3,535,077.78 

WEE cs av eencksencetsesween $15,226,166.97 

LIABILITIES 

Policy Ressewee .<.6 0% io. ci ewdiswder $80,554,245.00 
Fe  . ... a xiceneanenes 1,000,622.64 
Policy Claims Reported Proofs not 

CED fon ot conn deseunessns ds 200,337.34 
Policy Claims Estimated to Exist but 

Ot TRGPOTEEE occ ccccsessccesces 130,000.00 
Endowments and Annuities in Process 

OF idee oduccdateende 61,714.15 
Contingent and Other Liabilities.... 138,308.27 
Taxes Payable in 1925.............. ' 467,933.83 
Dividends Due and Unpaid.......... 168,707.94 
Dividends Held and Accrued Interest 

te nods ts a aaiaae ee 434,510.43 
Dividends Payable in 1925.......... 4,755,409.84 
Deferred Dividends ...............- 466,642.70 
General Surplus, Par Values........ *5,519,339.94 

LS cid dvesaueseeebeede $93,897,772.08 


*General Surplus at Market Value $5,768,740.94 
*General Surplus at Amortized Value $5,807,642.23 


The National Life, now in its seventy-fifth year, is a purely mutual company writing life insurance 
and annuities and operated for the benefit of its policyholders. 
It has insurance in force of over four hundred and twenty-one millions of dollars and is writing bus- 
iness in thirty-eight states and the District of Columbia. 
_ Since its organization in 1850 it has paid policyholders $158,218,686, which, with assets now held to 
their credit, exceeds the premiums received by $20,958,295. 


of annuities; 


In the Year 1924 


It issued $62,698,251 of paid-for new insurance; 
It paid policyholders $11,691,089.19 of which $768,798.82 was to the holders 


The mortality was the lowest experienced in forty years; 
The rate earned on mean invested assets was 5.25%, with no losses on in- 


vestments ; 


The year closed with no contested policy claims in the courts or otherwise. 























THE NATIONAL UNDERWRITER 


March 13, 199; 

















| E DESIRE to. affiliate 

with a Life Insurance 
Company interested in 
making first mortgage loans 
in Detroit. 


Wecan offer safe and sound 
investments and a good prop- 
osition. 


Correspondence invited. 


Investors Land & Mortgage Company 
607-8 American State Bank Building 
Detroit, Michigan 


CI 




















SOME HIGH LIGHTS IN J. M. COWAN’S | 
NORTHWESTERN MUTUAL LIFE MEETING | 








agency of the Northwestern Mutual 

Life in charge of James M. Cowan 
of Aurora, Ill, held a conference of 
agents at Joliet last Thursday. W. R. 
Bryant, district manager at Joliet, acted 
as chairman of the business meeting. 
This general agency is one of the best 
organized of any that the company has. 
Mr. Cowan has a strong hold on his 
men and has a high grade lot of agents 
throughout the territory. The agents 
promised $10,000,000 for this year. Mr. 
Cowan acted as toastmaster at the ban- 
quet. 


Value Is Found in 
Policyholders Dinners 


One of the most profitable talks was 

given by W. C. McGuire of Maroa, IIL, 
a town of 1,200 people. He has been 
successful in having policyholders’ din- 
ners. Mr. McGuire stated that the 
reason he became an insurahce salesman 
was the fact that he attended a policy- 
holders’ dinner given by his predecessor. 
He said that he learned more at this 
dinner about life insurance and the 
Northwestern Mutual than he had 
known. It was impressive and he de- 
cided to go into life insurance work 
himself. 
One of the advantages of a dinner of 
this character is that it gets a number 
of policyholders and prospects together 
at one time so that the information can 
be put across simultaneously. He sends 
out about 125 invitations to old policy- 
holders and encloses a postal card so 
they can notify him whether they accept 
or not. He arranges with a woman’s 
organization connected with one of the 
churches, to furnish the dinner. He pays 
75 cents a plate. 


Some Good Prospects Are 
Invited to the Dinner 


About a week or a few days before 
the dinner he picks out some prospects 
telling them that some of his policy- 
holders find they cannot be at the dinner 
and extends a verbal invitation to these 
men to be present. He thus gathers in 
a number of people who are not in- 
sured in the Northwestern. He said 
that people in his vicinity who are in- 
sured in the company say, “Yes, we 
belong to that company.” In fact, they 
now look upon it as a sort of a club. 
Mr. McGuire said that he noticed an 
increase of business at once after these 
meetings were held. He invites General 
Agent Cowan or some nearby district 
agent to come and give a talk. Mr. Mc- 
Guire says that this event gets the people 
to thinking of insurance. He calls on a 
few of his policyholders to tell why they 
took out life insurance and particularly 
why they were impressed with the 
Northwestern Mutual. 


Gets the People to 
Talking About Insurance 


Mr. McGuire said that it is good ad- 
vertising. It gets the people to talking 
about him and his business. He said 
that for every dollar that he expended, 
he gets $2 back. He has these dinners 
in January when the farmers are not 
busy and when a dinner would particu- 
larly appeal to them. He usually has 
about a half hour before the dinner oc- 
cupied in the way of a reception. He 
has Mr. Cowan or other Northwestern 
Mutual men there as guests, circulate 
among the people and give them infor- 
mation on insurance. 


Cline Gives Views on Holding 
Business on the Books 


O. L. Cline of Monticello, Ill., in 
speaking of keeping the policyholders on 
the books advised that as many prem- 
iums as possible be put on the annual 
basis. Where they are on the quarterly 
or semi-annual basis, there are just that 
many more times for a lapse to work in. 


T eee Northeastern Illinois general 


hardest to collect. 


insurance unless _ special 
gets busy when the final notice is sen 
out and uses every possible means then 
to get the premium paid. 
a man over the second year he feels 
safe. 





Agency Has Experienced 
A Low Lapse Ratio 


Although his agency is in an agri- 
cultural community it has had a lapse 
ratio of but 5 percent on $4,000,000 of 
business on the books. Mr. Cowan in 
connection with the discussion said that 
he thought it was a mistake to empha- 
size the days of grace in the solicitation 
or afterwards. It should only be 
brought into play when necessary. 
Furthermore, he said to keep the soit 
pedal on the fact that still another 30 
days would be granted if a_ personal 
certificate were signed. He said that 
when people passed the regular prem- 
ium paying period, it makes more work 
all around, 


Copeland Advocates the 
Monthly Income Plan 


J. H. Copeland, district manager at 
Decatur, Ill., who is the son of Super- 
intendent of Agents George E. Copeland, 
is a believer in programing insurance 
pretty much on the monthly income 
plan. He said that the income plan 
offers many avenues of approach. As- 
sistant Superintendent of Agents Wil- 
liams said that often a man on being 
solicited will say that he had his insur- 
ance program all completed. The agent 
should then say “How is your program 
organized? I would be mighty glad to 
look over it, because it would be illumi- 
nating to me.” This opens the way ol 
course to show where the program 
probably is not complete. 


Stumm Tells How to 
Get Additional Amounts 


B. J. Stumm of Aurora, IIl., gave 
some practical methods of increasing 
policies. He said that some agents are 
inclined to suggest too small amounts in 
the beginning. He urged men not to 
be backward in suggesting larger sums 
and then come down. When an agent 
talks insurance in terms of monthly 
come and what his indemnity will do tor 
him, the scheme is then made concrete 
and a man will frequently take more 10 
surance when he appreciates just what 
the monthly income amounts 
Furthermore, if the cost is figured “ 
on a weekly or monthly basis, it wil 
mean less to a man than if the annual 
premium is quoted and he gets to think- 
ing of the cost in that amount. Further- 
more, Mr. Stumm recommended that 
each policy of insurance be definitely > 
signated for some special need. At on 
Mr. Stumm stated that an agent cou 
order additional policies to bring the 
insurance up to a certain amount . 
had a good chance to make them a 
Of course, following changes of age * 
always advised. It is a fine time to a 
proach an old policyholder. He bo 
said that the use of dividends to pay '™ 
more insurance is advisable. 


Dillon Speaks on 

Soliciting Farmers 

R. D. Dillon of Kankakee, ma. 
talk said that it is the mission ye 
agent to help others. In speaking — 
the farming communities he _ 
the radio had changed the complex a 
of the farmer. The farmer has leis 
during the evening to spend wit oth 
radio. He gets in touch therefore = 
the best that is being develope ee 
done in the world. He finds that a 
farmers are much better informed, = 
many city people. Mr. Dillon said | 





The second premium, he said, is the 





in soliciting farmers he has found it © 
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advantage to talk to both the husband 
and wife together. 


M. H. O. Williams Speaks 
to the Rate Book Men 


M. H. O. Williams, assistant superin- 
tendent of agents, was present from the 
home office as was H. N. Laflin, assist- 
ant counsel. Mr. Laflin spoke in a 
patriotic way at the noon luncheon with 
the Chamber of Commerce. He is a 
forceful, eloquent and impressive 
speaker. He was accorded an ovation 
after this remarkable address. He was in- 
troduced at the luncheon by Mr. Bryant, 
the district manager of the Northwest- 
ern. Mr. Cowan had all the agents 
present at the luncheon and they were 
asked to rise at its close. 

In his talk at the business meeting, 
Mr. Williams said that in order to 
acquire technique in any line, constant 
practice must be done. If a man ex- 
pects to become expert in soliciting life 
insurance, he must keep in constant 
practice and not get dull or rusty. As a 
man studies his technique and uses it, 
he finds it more finished. He presents 
his proposition more clearly and more 
impressively. Mr. Williams said that he 
had run across some men who could not 
be approached, but he advised this 
method of getting at them: 


Tells How to Deal with 
the Unapproachable Man 


“Tell a man for example, that you 
have a proposition that you want to pre- 
sent to some prospect, but you are not 
sure as to whether it is air tight. Tell 
this man that so far as you can see it 
hits the target every time. However, 
tell him that you have your face pretty 
close to your work and you may not 
look upon it as some outsider would. 
Say to him that you value his opinion 
very highly. You want him to listen to 
what you have to say, criticise the plan, 
tear it down and tell you frankly just 
what he thinks about it. This gives you 
the opportunity to present your proposi- 
tion to him in an indirect way. Thou- 
sands of dollars of insurance have been 
sold through this method.” 


Williams Advocates the 

Indirect Solicitation 

Mr. Williams said that the indirect 
method of solicitation is after all the 
most powerful. Don’t go to a man he 
declared and tell him you want to show 
him something, but say to him that you 
want to talk to him about a project that 
you have laid out for someone else, and 
get his advice. Then he will begin to 
see whether it applies to himself. 

Mr. Williams told about some inter- 
esting information that had been given 
to him from his home office cashier. The 
cashier said that he was often amazed 
at the number of drafts that had been 
used in paying claims that did not come 
back sometimes for as long as nine 
months. They were ruffled, dirty and 
the figures were almost beyond recogni- 
tion. Widows presumably had kept 
these drafts, afraid to deposit them, 
losing the interest in the meanwhile, just 
because they feared they would lose the 
money. This he said is a great argu- 
ment for monthly income insurance. 
The failure of banks where funds of 
widows were deposited is another great 
argument for this kind of insurance. 


Family Adjustment 
Method Is Explained 


; Mr. Williams suggested the use of the 
amily adjustment account so that the 
Prospect could have before him exactly 
what would happen in case of his death. 
weet he were to die’ immediately. 
at would be the state of his busi- 
ness? What debts would come into be- 
‘ng on account of his death? What in- 
come would his family have? What out- 
quating obligations had he incurred 
at must be paid? In asking a man 


these various i i i 
questions it brings out in 
concrete form just what is baie a man. 
a r. Williams made another practical 
fataton. He recommended the sell- 
- of what might _be called an “emer- 
= a aholcy. __, Lhis is a policy that is 
ried in addition to everything else to 





take care of any contingency or emer- 
gency that may arise where more money 
is needed than is forthcoming in the 
regular way. This policy stipulates that 
not over $1,000 can be paid in any one 
year. It is usually sold as a $5,000 pol- 
icy. An illness may require extra 
money. There may be a surgical opera- 
tion. There may be this, that or the 
other. This makes an excellent talking 
point to go to a man when he has been 
sold all the insurance for practical pur- 
poses that he can carry or that seems 
desirable. 


Prosperous Times Ahead 
for This Country 


In his banquet talk Mr. Williams said 
that the country never had better times 
than at present. The prospects are most 
inviting. He thinks that all conditions 
point to the next few years as being ex- 
ceptionally prosperous. 

Mr. Williams reported the phenomenal 
work of the Northwestern Mutual Life 
agent at Williamsport, Pa., Norman R. 
Hill. Williamsport-is a town of 36,000 
people. Mr. Hill produces a large vol- 
ume of business and attributes his suc- 
cess to the fact that he is natural when 
he is soliciting a man. Mr. Hill takes 
the position that the average salesman is 
not himself when he is making a sale. 
He is too self conscious. He is play- 
ing a part on a stage. If he can be 
natural and truly himself, he can sell the 
goods. 

At the banquet Mr. Laflin gave an 
inspirational talk, among other things 
saying that every life man must be con- 
vinced of the merits of his vocation if 
he is going to render the largest service. 
Life insurance he said has done wonders 
in its contributions to the life in the 
home. It has safeguarded motherhood. 
It has given the children the influence 
of the home. It has furnished education. 


Policyholder Commends 
Business Insurance 


Charles B. Cheadle, an attorney at 
Joliet, who is the guiding hand in a 
number of telephone enterprises, was a 
speaker. Corporations which Mr. 
Cheadle represents carry business insur- 
ance on his life. There are 14 such poli- 
cies. Mr. Cheadle said that he was 
impressed with the advance that has 
been made in the status of the life in- 
surance agent and in life insurance in 
particular. He thinks there is a big op- 
portunity to increase the sales of life 
insurance along corporation lines. Cor- 
porations are careful to safeguard their 
interests in every possible way. The 
human element in business is its greatest 
factor, he said. The most valuable thing 
to a corporation is the man himself. 
Corporation insurance tides over the 
crisis at the time of death of an im- 
portant man in the management. 


C. M. Cartwright of THe Nationa 


UNDERWRITER was another speaker at the 
banquet. 

Mr. Cowan announced that the trophy 
awarded to the district agency producing 
the most business during the last six 
months went to J. Y. Hamlin agency at 
Champaign. Mr. Bryant of Joliet, who 
held the trophy six months before, made 
the presentation. 


Minor Morton in Chicago 


Minor Morton, superintendent of 
agents of the Atlas Life of Tulsa, Okla., 
is in Chicago this week. The Atlas Life 
is admitted to Illinois. Mr. Morton will 
make a connection in Chicago. He will 
at once take up organization field work 
in the six states in which the company 
is admitted. 


American National’s Figures 

The American National of Galveston 
makes a fine report for 1924. Its insur- 
ance in force has grown to $252,067,422, 
a gain of $37,030,018. Assets are $20,- 
053,899, an increase of $2,983,311. Sur- 
plus to policyholders is $3,106,518, the 
increase for the year being $237,346. Its 
gross income per month last year was 
$754,650. In 20 years it has paid policy- 
holders $16,354,305. 











AMERICAN LIFE 
REINSURANCE CO. 











HOME OFFICE—Dallas, American Life Building 
BRANCH OFFICE—Chicago, 29 S. La Salle Street 


On the evening of March 10th the American 
Life celebrated its Sixth Anniversary and the 
passing of the $50,000,000 mark of insurance in 
force, with a buffet dinner at the Home Office 
complimentary to stockholders and their wives. 


SIX YEAR RECORD 


Insurance in Force 


March 10, 1920...... $7,517,821 
March 10, 1921....... .. 20,571,256 
March 10, 1922....... woeeee 28,134,977 
March 10, 1923............ ..... 34,049,770 
March 10, 1924............... .. «+++ 43,500,000 
March 10, 1925............ babes sieane . 50,260,000 


1925 business to date approximately $5,000,000. 


REINSURANCE 


The big words in reinsurance are 


“SERVICE” and “SECURITY” 


SERVICE—Reinsurance dispatched to the Com- 
pany’s Home Office at Dallas or its Branch Office at 
Chicago will receive immediate attention in keeping with 
the Company’s motto “FIRST IN SERVICE.” 


SECURITY—Another part of the Company’s motto 
is “SECOND TO NONE IN SECURITY.” The Company 
voluntarily elected to go under the Registration and 
Deposit law of Texas and keeps on deposit with the 
State at all times in gilt edge securities more than its 
total reserve. 


The following is quoted from the last examination of 
the Company by the Texas Department: 


“The affairs of the Company are in excellent 
condition. The funds are safely and profitably 
invested. * * * The Company is ably managed by 
insurance men of experience and recognized ability, 
who have unselfishly chosen to build a strong insti- 
tution along sane and practical lines.” 


OFFICERS 


MORTON BIGGER 
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President 


FRED D. STRUDELL 


DR. C. W. SIMPSON 
Vice President M 


edical Director 


BERT H. ZAHNER 
Chicago Manager 























14 


THE 


NATIONAL UNDERWRITER 


March 13, 1995 





== 








WHY LIFE COMPANIES FEATURE DOUBLE 
INDEMNITY AND TOTAL DISABILITY FORMS} 











BY GEORGE GRAHAM 


E in the home office of the life 
W companies constantly hear from 

our field representatives that life 
insurance is hard to sell. Not that the 
vast majority of people are averse to 
life insurance protection but it is human 
nature to defer making provision for 
something that we like to believe is, so 
far as our own case is concerned, a long 
way off. ’ 

That feeling I believe can fairly be 
classified as a form of sales resistance 
that the agent has to overcome. To aid 
in overcoming this we introduce into 
our life policies other features besides 
pure protection for the insured’s depend- 
ents. We allow loan and _ surrender 
values. We can include a cash endow- 
ment feature. We offer old age annu- 
ities to take the place of insurance after 
the productive years of a man’s life have 
passed and the need for protection no 
longer exists. But perhaps the two most 
useful things in this respect that we 
have incorporated in our policies we have 
adopted from the accident and health 





GEORGE GRAHAM 
President American Life Convention 


field. I refer, of course, to the double 
indemnity accidental death benefit and 
to the total and permanent disability 
benefit. 


Why There Is Merit in 
the Double Benefit Feature 


The first of these, the double indem- 
nity accidental death benefit, is the simp- 
ler proposition. I am sometimes asked 
what merit there is in this benefit—why 
should a man’s estate or dependents 
benefit by twice as much if death is from 
accidental causes as would be the case 
if death comes from natural causes? 

Accidental death is usually a sudden 
death, the victim has no time to pre- 
pare for it so I see reason for providing 
more insurance under such circum- 
stances. 

Double indemnity is inexpensive yet 
when it is payable it is every bit as val- 
uable to the beneficiaries as the amount 
provided by a straight life policy. Far 
better, of course, if the insured can carry 
all his life insurance on the life plan 
payable regardless of the manner of his 
death, but if that is not possible then 
by all means let us encourage him to 
carry accidental death coverage for a 
part of the needed protection. 


Double Indemnity Sells 
More Life Insurance 


There is another reason, a psycho- 
logical one, why we life insurance men 
like the double indemnity benefit. It 
sells life insurance. Death from natural 





causes is something few of us contem- 
plate reasonably, sensibly or philosophic- 
ally. We come of long lived families. 
We have never had sickness. We are 
not going to get sick and die, not for a 
long time anyway. But what of acci- 
dent? That is different. Even the 
strongest can be stricken down instantly 
by the carelessness of another or in a 
moment of rashness or thoughtlessness 
and few men will attempt to claim a 
special dispensation or preferred immun- 
ity from this hazard. 


Moral Hazard Is 
Sometimes Apparent 


One danger signal is ever present in 
our minds or rather in the minds of our 
selection committee. They call it the 
speculation or moral hazard. It exists 
even in straight life insurance but occa- 
sionally it forces itself on our attention 
in a most emphatic way when the appli- 
cant seeks double indemnity. Not al- 
ways do we heed the danger signal until 
too late. Then we may find that over- 
insurance was a factor, a contributing 
cause of death, if not the sole cause. 
At the time the application was writ- 
ten we may not have required as com- 
plete information as we should, regard- 
ing the accident coverage carried, as well 
as the life insurance in force. 

I believe it is worth considering that 


this monthly income so long as disabil- 
ity lasted and in addition to the payment 
of the sum insured at death. 

Definition of Disability 

Has Been Liberalized 

Not only has the value of the benefit 
itself been very materially increased but 
the definition of what constitutes total 
and permanent disability has been 
greatly liberalized so that today in many 
instances a total disability which has 
lasted continuously for three months is 
construed as being permanent as well as 
total. 

Many studies of disability rates have 
been made since the original disability 
tables, prepared by Arthur Hunter, were 
almost universally adopted by the legal 
reserve companies as their standard of 
measurement for this hazard. While 
there are some differences of opinion re- 
garding the rates of disability shown in 
Hunter’s tables, just as there have been 
differences of experience on the part of 
individual companies, the general im- 
pression on the whole is that the rates 
the companies are charging are ade- 
quate for the benefit granted. If they 
are not adequate the loss is on the 
company because these total and per- 
manent disability benefits incorporated 
in life contracts are non-cancellable. 


Over-Insurance Must 
Be Taken Into Account 


Over-insurance is an immeasurable 
hazard for which there is no such thing 
as an adequate premium. That is a les- 
son which we life insurance men learn 
from the accident field but I expect it 





is a lesson that has to be learned by all 














George Graham is vice-president of the Central States Life of St. Louis 
and president of the American Life Convention. In this address, given be- 
fore the Health & Accident Underwriters Conference at its meeting in St. 
Louis last week, Mr. Graham presented some interesting 
double indemnity and total and permanent disability clauses of life policies. 
He took up that phase of the life insurance business primarily because it 
is the one which is most closely analogous to accident and health insurance. 
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closer scrutiny of the total insurance 
carried by both life and accident com- 
panies will save us many losses. 


Evolution of the 
Disability Benefit 


The second feature is the disability 
benefit. It is now some 30 years since 
the disability provision first appeared in 
the policies of an American life com- 
pany. 

In its original form it was an exceed- 
ingly simple benefit providing for waiver 
of future premium payments in event of 
total and permanent disability before a 
specified age, usually stated as age 60. 
Since that time the benefit has been sub- 
jected to an almost continuous process 
of liberalization. 

The first step toward liberality pro- 
vided that in addition to the waiver of 
premiums the sum insured itself would 
be payable to the insured in instalments 
varying over a period of from 10 to 20 
years during total and permanent disa- 
bility. The next development was to 
provide a monthly incothe, usually of $10 
for each $1,000 of insurance, and to pay 





of us over and over again in the bitter 
school of hard knocks. We in the life 
insurance business try to overcome it by 
limiting the total and permanent disa- 
bility indemnity to a maximum of $250 
per month although some of the larger 
companies are willing to go as far as 
$500 per month, and exceptions even to 
this liberal rule are not unknown. 

In this connection it may be perti- 
nent to remark that more and more of 
the life companies are asking for spe- 
cific information in the applicatior re- 
garding the amount of disability and 
double indemnity protection carried, both 
in the form of additional benefits in life 
policies and under accident and health 
policies. 


Getting More Valuable 
Statistics All the Time 


It is through the total and permanent 
disability benefits and the double in- 
demnity benefit that we life insurznce 
men touch most closely on problems 
similar to those of the accident and 
health companies. Our life insurance 
business is a permanent business made 


—= 


so because we have available mortality 
statistics upon which to base our cop. 
tracts. Likewise with our double jp. 
demnity business we feel that we have 
adequate and reliable statistics upon 
which to base our rates for this benefit, 
We have perhaps not yet reached , 
wholly satisfactory point in our experi. 
ence with the disability benefit but we 
are rapidly gathering together a volume 
of statistics which before very long wilj 
be available to us as a guide for our 
- 7 course in dealing with this ben- 
eft. 


Non-Medical Policies 
Are Discussed 


Of course the bona fide purchaser of 
accident and health insurance would 
prefer to receive a policy similar to a 
life contract which cannot be canceled 
by the company at will, but I understand 
that you have not yet found this prac- 
tical except under a contract which re- 
quires as a preliminary a medical exam- 
ination. In this connection you may be 
interested to know that one of the most 
recent developments in the life business 
is a plan to dispense with medical exam- 
inations for policies of small amounts. 
This non-medical plan has been tried 
out in Great Britain for a great many 
years under a special form of policy 
and has been experimented with by the 
Canadian companies during the past few 
years apparently with gratifying suc- 
cess. It has been recently introduced 
into the United States. 


Prediction That This 
Will Be Popular Plan 


I venture the opinion that it will de- 
velop quite rapidly here because we 
realize that the necessity for a medical 
examination as a preliminary to the is- 
suance of a life policy is a considerable 
hindrance to the agent in the field. It 
is expensive, particularly in connection 
with small cases. It takes up a great 
deal of the agent’s time in arranging for 
the examination. It delays the consum- 
mation of the contract and because it is 
not always possible to have the exami- 
nation made promptly it may completely 
nullify the agent’s work. Having in 
mind the trend in the life insurance 
business: it would seem to me to be un- 
fortunate should you find it advisable to 
limit the further extension and develop- 
ment of health insurance to such as 
are willing to submit to medical exami- 
nation. 


February for Union Central 


With the February reports in, the 
Union Central Life shows a production 
total for the month of $16,300,000. This 
is very pleasing to the officials as it's 
a very satisfactory increase over the 
1924 business which for the correspond- 
ing period ran just under $13,000,000. 
President Sage went to New York to 
attend the monthly meeting of the Life 
Presidents’ Association executive com- 
mittee at New York. Superintendent o! 
Agencies Hommeyer went to New York 
this week to attend the New York 
Sales Congress. 


H, J. Cummings, assistant manager of 
Agencies of the Minnesota Mutual Life 
is now in Ohio, visiting and organizing 





agencies, 














*Including purchase of Century Life. 


FIGURES FROM DECEMBER 31, 1924, 


STATEMENTS 





LIFE COMPANIES “ 
Ins. GaininIns. Prem. Total Pd. Policy- ta 
Aangte Capital Suvptes Mow, Dus. in uptee in eee eaqgmne mnegene netgers Dis Ae ” 
Columbia, O... 2,785,738 200,050 103,472 3,738,196 18,320,944 1,445,197 546,936 874,073 295,127 6311 
Gr. Repub., Cal. 2,828,689 500,000 175,623 8,081,353 27,028,214 2,697,459 823,102 959,680 135,700 8 989,909 
Guardian ..... 48,464,593 200,000 3,374,334 45,251,784 350,179,130 21,699,288 8,809,465 11,884,344 6,256,607 4 691.226 
Inter-Southern. 11,521,570 674,957 221,264 29,200,096 102,409,408 13,906,842 2,945,850 3,703,518 1,119,241 ee 
Lamar, Miss... 3,156,030 130,000 130,000 12,080,621 SUMED TOO TBEEGR ~-wieweccse seccccse © ecececee wes ae 
Mountain Sts.. 745,116 162,000 23,938 7,066,955 - 13,204,321 5,194,743 _ 353,307 523,379 «166,796 98900 
New World... 5,857,361 1,134,500 674,846 7,049,689 33,150,257 1,793,462 1,104,730 1,445,749 363,487 211 730.426 
New York Life.1,055,896,210 ....... 101,216,612 751,756,315 4,695,104,195 ........ 180,541,481 242,696,676 169,693,319 2 4.226.911 
N. Amer., Can. 27,172,699 60,000 3,990,700 22,803,980 123,935,014 10,238,233 4,329,563 5,970,151 2,853,034 "796,302 
Peoples, “Ind.. 3,771,061 200,000 °175,908 7,659,424 97,750,539 10,754,049 "947,783 ) 1,451,542 274,184 
Pilot, N. C.... 7,955,438 1,000,000 301,039 13,106,660 59,077,984 6,695,386 2,093,401 ‘2,472,176 $21,055 1, $4,005 
ringfield, Ill. Gene §sta0e06 516,400 soeete TE ee. .2¢0302000 521,352 4,932,449 246,458 @ 352.404 
est. Sts., Cal. 10,883,981 1,000,000... 602,173 24,308,232, 3,182,504 | 4,025,475 936,961  <.8%* 
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WHAT LIFE INSURANCE 
OFFERS TO SALESMEN 


(CONTINUED FROM PAGE 9) 


of selling life insurance is the fact that 
the life salesman is better paid propor- 
tionately than are men engaged in any 
other line of salesmanship. The sales- 
man in a retail store who sells $50 
worth of goods a day would be paid on 
the average of not to exceed $100 per 
month. The life salesman who sells $50 
per day worth of life insurance (and I 
speak in terms of premiums rather than 
volume) will receive an average of $10,- 





500 for his year’s work—$6,000 during 
the year that the sales are made, and | 
$4,500 spread out over a period of nine | 
years thereafter. This computation is | 
arrived at after duly deducting lapses. | 


Gives Good Financial Returns 
Life insurance also compares very fa- 
vorably in its financial returns with the 
leading professions. A statement ap- 
peared some time ago to the effect that 
the average teacher in the United States 
received $900 pay for a year’s work; 
the average college professor $1,200; the 
average doctor $1,500; the average law- 
ver $1,500. The life salesman who sells 
$50 per day worth of life insurance 
(computed in terms of premiums) will 
earn, therefore, more than 11% times as 
much as the average teacher, about 834 
times as much as the average professor, 
and 7 times as much as the average 
doctor and the average lawyer. 97.7% 
of the incomes in the United States are 
less than $5,000 per year. The life in- 
surance salesman who sells $50 a day 
in premiums will earn more than twice 
as much as 07.7% of the income earners 
of the nation. 





Build Up Sound Reputation 


2—Can a man win an honored name 
selling life insurance? 

Formerly we believed that an honored 
name could only be acquired through 
the glamour that goes with fame. We 
are now living in a more practical day 
when we honor a name not because it 
is accompanied by the trappings that 
accompany power or reputation, but be- 
cause it has stood consistently for con- 
structive service. Fame in this new and 
proper sense is nothing more than the 
deserved confidence of those who know 
us and our work. It may not be wide- 
spread, but that man has won an hon- 
ored name—even though only a few 
hundreds or a few thousands know him 
—who has served so well and sustained 
the confidence of those whom he has 
served, that in the intimacy of the com- 
munity life those among whom he has 
worked hold him in esteem. 

Can the life insurance man gain that 
sort of honored name—can he acquire 
that kind of fame? 

The very nature of his work rests 
upon the establishment and maintenance 
ot confidence—and confidence is the 
foundation of an honored name. 

The life salesman is persuading men 
and women to enter into a trusty rela- 
tionship with a financial institution 
which he personifies. That relationship 
's intimate, vital and founded on mutual 
confidence. The confidence on the part 
of the prospective client is directed not 
alone toward the great life company 
which the agent represents, but has its 
origin also in the character and person- 
ality of the agent himself. 


Arranges Trusty Compacts 





Throughout the years the life under- 
writer goes from man to man arranging 
. €se trusty compacts. The service that 
= renders unfolds with ever compound- 
we ‘merease through the succeeding 
on o = benefits of life insurance 

! to shower their blessings upon 
eerelt beneficiaries. The name of the 

a hneagh ag oe who instituted these 
— $ is held in higher and higher 
life underwriter, therefore, ac- 
Saae the only kind of fame that is 
— achieving—the deserved confi- 

€ of those who know him and who 





have experienced the blessings of his 
handiwork. 
3—Can a man serve his fellow-men in 
the vocation of life underwriting? 
There recently appeared in one of 
our authoritative magazines the follow- 




















$1.00 

The dead American’s dollar—whence it 
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What Life Insurance Does | 
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But 3 percent of the nation’s income 
is spent for life insurance, yet from that 
3 percent, 87 percent is all that comes 
at death. And what is this 87 percent 
used for? It is used to maintain homes | 
that have been bereft of providers. It | 
is used to educate fatherless children. 

Every word spoken by a life under- 
writer in an effort to sell a policy is an 
appeal for the integrity of the American 
home and for the building up of Ameri- 
can citizenship. The statesman in the 
cabinet, the patriot with gun and sword, 
perform no service more fundamentally 
important to the welfare of the country 
than does the life insurance man with 
a rate book, through whose instrumen- 
tality 87 percent of our estates are pro- 
vided. 

4—Can a man enjoy his life work in 
the vocation of life underwriting? 

The life insurance salesman derives 
pleasure in his work from three sources: 
First, there is a_ satisfaction which 
comes with a consciousness that he is 
doing a worthy service. Second, there 
is the zest that arises out of the financial 
reward. Third, there is the gratification 
of that instinctive something which, for 
want of a better expression, we call the 
fighting instinct. 

Gets a Thrill From It 


A certain life salesman in New York, 
who sells several millions of dollars of 
business annually, has a standing offer 
to deliver any large policy that any 
other agent has turned back because of 
inability to deliver. He agrees that he 
will not charge the original agent who 
failed one penny for his services. His 
reason for this generous offer is found 
in the fact that he derives so much 
pleasure from the sport of selling life 
insurance that this feature surpasses 
every other motive in his work. 

Every life insurance sale, whether the 
prospect acquiesces easily or with diffi- 
culty, is an intellectual and spiritual tri- 
umph for the agent who made the sale, 
and even in defeat the salesman may 
feel the thrill over a well fought battle. 
The gratification of this fighting instinct 
through the medium of life insurance 
solicitation, its war upon apathy, upon 
prejudice, upon ignorance, upon depend- 
ence, upon improvidence, upon extrava- 
gance, constitutes at once a source of 
power and a source of pleasure. 


Detroit Life’s Increase 


James D. Baty, secretary of the De- 
troit Life, reports new business written 
in Michigan for February, $1,657,000; 
bringing the total so far written in 1925 
up to $3,074,000, This is a 9 percent in- 
crease over the amount written during 
January and February in 1924. The 
paid-for record of the Detroit life in 
February, 1925, is $1,053,000. The com- 
pany already has inaugurated a cam- 
paign for $2,250,000 in March, in honor 
of Vice President Fishman. Agents al- 
ready have reported $650,000 of this 
amount. 






























SAY; 


We offer a direct Home 





Office contract under 
which you can qualify 
for 75 per cent. first year 
commissions and con- 
tinuous vested renewals. 


Write: 


The Columbus Mutual 


Life Insurance Co. 
Columbus, Ohio 








We are admitted in District of Columbia, Colorado, Florida, 
Illinois, Indiana, Iowa, Kansas, Kentucky, Maryland, Mich- 
igan, Missouri, Nebraska, Ohio, Oklahoma, Pennsylvania, Vir- 
ginia and West Virginia, We contemplate entering California 
early in 1925. 









































THE OLD LINE | 


CEDAR RAPIDS LIFE 
INSURANCE CO. 


A Good Western Company 





Up-To-Date Policies Liberal Contracts 
Good Opportunities in 
lowa, South Dakota, Minnesota, Nebraska 


Cedar Rapids 
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Entering New Fields 


We need able men in the States of South Caro- 
lina, Virginia, West Virginia, Minnesota, and 
Oklahoma. We offer to the right man in each 
instance an office fully equipped and maintained 
from the Home Office. The Contract Terms are 
exceptionally liberal. 


The American National is a big and successful 
company writing a large volume of business. In 
developing this new territory it wants men of 
character, men who can demonstrate their ability 
in a real way. 


A gain of $37,000,000 in force last year shows 
that the company has sufficient vigor to give its 
field force worth-while backing. Could you, with 
the encouragement of such a company, develop 
territory assigned to you in a convincing way? 
Then get in touch with 


Will H. Ford, Manager 
Ordinary Agency Department 





AMERICAN 
NATIONAL 


INSURANCE CO. 


GALVESTON, TEXAS 





Now Operating in 22 States 








HELP FOR EVERY DAY 
PRODUCER IS GIVEN 


(CONTINUED FROM PAGE 5) 


subject of the address by James M. 
Stokes, Jr., Mutual Benefit at Philadel- 
phia. Mr. Stokes does not work on 
wealthy men, but upon the average man 
who is a comer. He is willing to give 
ample time and attention to any one, 
no matter how small the salary, so long 
as he is convinced that the man has 
ability and ambition to keep rising. Mr. 
Stokes characterized life insurance as 
time insurance, enabling the man to pro- 
vide the estate in any event which he 
would accumulate if given health, abil- 
ity, character and time. The agent him- 
self must carry all the insurance possible 
under his own circumstances, or he can 
never hope to become a successful sales- 
man. He must demonstrate his real 
belief in life insurance and then make 
his clients pay for it. 
Lovelace Talks 


Griffin M. Lovelace, director of the 
life insurance school of New York Uni- 
versity, spoke on business life insurance 
for the average business man. Mr. 
Lovelace approached the problem 
through the presentation of a hypotheti- 
cal case of an average business part- 
nership. After giving full data as to 
the business and characters of the two 
men, Mr. Lovelace proceeded with his 
approach and canvass, showing just how 
he would handle such a case to protect 
the partners, their families and the busi- 
ness. He also discussed several other 
uses of business insurance, especially in 
connection with small corporations. 


Warns Against Multiple Lines 


The afternoon session opened with an- 
other brief but enthusiastic session of 
singing under the direction of William 
G. Eisenhauer. Following this was a 
series of ten-minute talks by various life 
insurance men who have made a suc- 
cess writing small policies rather than 
by big lines. Charles W. Pritchard of 
the Aetna Life was the first, telling how 
he has written a large number of appli- 
cations. He is heartily in favor of the 
straight canvassing method, which he 
says is always successful if followed 
conscientiously, speaking from his own 
experience, Mr. Pritchard warned 
against the dangers of handling multiple 
lines. 

Life Insurance Savings 


Arthur J. Miller of the Provident 
Mutual told of the life insurance plan 
of saving, drawing on a blackboard the 
diagram with which he classifies his 
canvass to the prospect. He mentioned 
the advantages of life insurance as a 
method of savings, whereby the full 
amount of the ultimate estate is guaran- 
teed from the first in spite of death, per- 
manent total disability or any mishap. 
The endless chain method was discussed 
by Miss Marion B. Sanders of the Trav- 
elers and H. Arthur Schmidt of the 
New England Mutual Life. Miss San- 
ders asks one name from each o* the 
people she interviews and always re- 
ports afterwards to the interested per- 
son who gave the name. Mr. Schmidt 
has used the endless chain method with 
great success, last year writing 65 per 
cent of his business on old policyhold- 
ers and 35 per cent on people whose 
names were given him by old policy 
holders. 


Advantage of Monthly Income 


Albert Hopkins of the Penn Mutual 
in a brief talk on monthly income in- 
surance pointed out the dangers of leav- 
ing large lump sums to beneficiaries, as 
few women and not many men, are 
qualified to act as investors. Hyman 
Berman of the Mutual Benefit, 30 per 
cent of whose sales is for the protec- 
tion of business concerns, spoke on 
business insurance. He finds most of 
his prospects for this type of insurance 
among those to whom he has sold per- 
sonal protection, He lays emphasis 
upon two problems, those of credit and 
replacement. 

Educational insurance was the topic 


























of a brief talk by Carl H. Hoover of 





the Fidelity Mutual. He described why 
he considers the most desirable type oj 
educational policies. It is more impor. 
tant that the proper amount and prope 
distribution of funds be provided. \; 
Hoover has found educational policies 
very attractive to prospects, and splen- 
did entering wedges to other types oj 
insurance. In a talk on needs Laureng 
G. Haumer of the Connecticut Muty 
complained that fires are the best adver. 
tised calamities and that life underwrit. 
ers would be helped by whistles o: 
hearses and gongs on doctor’s doors. 

An inspirational address on our prob. 
lems was made by Hugh D. Hart oj 
the Aetna Life. He showed how fife 
insurance as a profession satisfies the 
ambitions of the normal man to make 
money to win an honored name to sery 
his fellow men and to engage in a vara- 
tion he will enjoy. 

Will Rogers’ Message 


Will Rogers was unable to be pres- 
ent at the banquet because of the open- 
ing of the spring edition of the Follies, 
He sent a message of regret embellished 
with a characteristic remark that life 
insurance is the greatest thing in the 
world for keeping a damn fool man 
from making a more damn fool invest- 
ment. His place was ably taken by 
Strickland Gillilan, author and lecturer, 
who kept the audience in gales of laugh- 
ter interspersed with moments of in- 
tense seriousness. He paid a tribute to 
insurance as a band holding the family 
together. 

Message of Optimism 

Francis H. Sisson, vice president of 
the Guaranty Trust Company of New 
York, brought a message of optimism 
as to the improved condition of busi- 
ness in general. His topic was Wall 
Street and Main Street and he pleaded 
for more understanding between finan- 
cial interests and laymen. He said that 
too much political control of insurance 
companies would be a disastrous blow 
to the institution and to all business. 
No additional control is needed in view 
of the high degree of efficiency and 
safety with which the funds of. policy- 
holders are handled. 

Banker Utilizes Insurance 


Howard Ardrey, vice-president of the 
National Bank of Commerce of New 
York made an interesting address on 
life insurance and banking. He said 
that life insurance was originated as 4 
protection for widows and orphans, but 
that it has developed into a great con- 
structive force in our social and eco- 
nomic life until it has become as use- 
ful in commerce as in the homes. He 
spoke at length upon the value of i- 
surance to stabilize credit especially at 
the loss of key executives. 

About 1,400 attended the congress. 





IS ON LEGAL RESERVE BASIS 





Report Made on the Maccabees Since 
All Its Insurance Has Been 
Changed Over 





The Maccabees, one of the leading 
fraternals of the country, operates on 4 
legal reserve basis. It has published its 
annual statement showing assets nen 
000,000. Special reserves and surplus = 
more than $5,000 in excess ol the lega 
reserve on a 3% percent basis. Its as- 
sets increased $3,902,202 over the pre- 
vious year. It wrote in new business 
$7,035,000 in excess of that secured ana 
vear. It now has $211,000,000 insurance 
in force. Since organization the Macce- 
bees has paid out $155,610,974 In ca. 
While the Maccabees adopte . 
straight legal reserve basis on 4 
American table, it retains the lodge st, 
tem. The final adjustment of a had 
insurance on the new basis was ~ 
pleted a year and one-half ago. be 
Maccabees writes the regular — ns 
insurance, gives full values and - af 
proximately the same_ rates 4 ao 
companies. It maintains a sic — rm 
cident department and also a = 7 
partment which provides care 
and indigent members. 

















h 13, 199 
——: 
ibed wha 
le type of 
re impor. 
nd proper 
ded. Mr 
1 policies 
nd splen. 
types of 
Lauren 
t Mutual 
‘St adver. 
nderwrit. 
istles On 
doors, 
ur prob- 
Hart oj 
how life 
Sfies the 
to make 
to serve 
1 a vaca- 





be pres- 
he open- 
Follies. 
bellished 
that life 
‘ in the 
ol ~man 
| invest- 
iken by 
lecturer, 
f laugh- 

of in- 
ibute to 
- family 


dent of 
of New 
»timism 
f busi- 
s Wall 
pleaded 
| finan- 
iid that 
surance 
s blow 
isiness, 
n view 
*y and 
policy- 


of the 
f New 
>ss on 
e said 
1 asa 
1s, but 
t con- 
1 eco- 
Ss use- 

He 
of in- 
ly at 













March 13, 1925 


LIFE INSURANCE EDITION 

















NEWSPAPER FIGHT 
ON ACCIDENT POLICY 


(CONTINUED FROM PAGE 8) 


It was treated, the paper says, as rou- 
tine business. The subordinate officials 
according to the “Herald & Examiner” 
did not consider that the question of le- 
gality was. involved. The “Herald & 
Examiner” makes two major allegations. 
It states: 
Charge of Discrimination 


First—Discrimination in favor of cer- 
tain policyholders within the same class. 
Second—Violation of the statute which 
provides that the entire premium, in- 
cluding any and all considerations, shall 
be set forth in the form of the policy. 

The first allegation is based on the 
Illinois law, which reads as follows: 

“Discrimination in rates prohibited. 
Discriminations between individuals of 
the same class in the amount of pre- 
miums or rates charged for any policy 
of insurance covered by this act, or in 
the benefits payable thereon, or in any 
of the terms and conditions of such 
policy, or in any other manner whatso- 
ever is prohibited.” 

In the policy issued by the Federal 
Life-Tribune arrangement it is set up 
in the text of the policy as a condition 
precedent to becoming a policyholder 
that the offer is available ONLY to read- 
ers of the Chicago Tribune. 


Language of Policy 


The language of the policy is: 

“Federal Life’s policy issued exclu- 
sively to regular readers of the Chicago 
Tribune.” 

By the employment of the term “ex- 
clusively,” it is alleged that all other 
persons in the same insurable class, so 
far as eligibility as a risk goes, are 
barred from participation at the same 
premium rate. There is held to be still 
another discrimination within this class. 
One has to be more than a casual or an 
intermittent reader of the Tribune. He 
or she must be a regular reader. 


Comment on the Law 


It is contended that the law does not 
contemplate these classes within classes. 
The insurance company, for example, it 
is argued, may establish certain rates 
for certain classes of employment, where 
the risk may be of varying jeopardy, 
but the law does not carry the right, 
it is further contended, to exclude the 
same class of risks from participation 
merely because they do not happen to 
be readers of the Chicago Tribune. 

For example: 

The insurance company might exclude 
from participation a locomotive fireman 
or a taxicab operator at the same rate 
that a policy would be issued to a waiter 
in a restaurant or a bootlegger. But 
within the bootlegger or the waiter 
or the engineer class there can be no 
discrimination, according to the essence 
of the complaint. 


Some Are Barred 


What the Federal Life-Tribune agree- 
ment amounts to, the complainant al- 
leges, is that one fireman or bootlegger 
or waiter who reads the Tribune “regu- 
larly” may enjoy the policy, while the 
Same class of insurable risks that hap- 
Pen to see the Tribune only casually or 
not at all are barred. 

This is held not to be a discrimination 
a8 to risks, but a discrimination within 
the same class as to rates, which is spe- 
~ ad prohibited by the laws of IIli- 
on the major point the alleged viola- 

on of the law is equally clear, the com- 
Plaint alleges, 


Purpose of State Regulation 


»... fundamental purpose of state 
awe ation of insurance is protection of 
p< Policyholders. One of the ways in 
- = this is sought to be accomplished 
—h © establishment of a statutory re- 
~ © of assets, fixed approximately at 
nant calculated to insure the 
—— Payment of all legal claims 
— the policies issued. A company 
tetee nue Permit its reserve to fall 
Gane the required minimum or become 
a by virtue of investment in 
liable te nie securities at once would be 
on o 

ingurance a the part of the state 
n order to provide against any financ- 
A might be withheld from the 
in the 1 partment, the law was so drawn 
telah ast revision that companies doing 
€ss within this state are compelled 





to state in the policy the entire amount 
anm any or all considerations received 
for the policy. 


Can't Determine Reserves 


It is by the declaration of all con- 
siderations received for the policy that 
the state department is able to compare 
the reserves established by law with the 
total liabilities. Unknown considerations 
might be good or hazardous, but unless 
they are set forth it is the assumption 
of the statute that the state department 
of supervision will not be able to estab- 
lish an intelligent, and, therefore, a | 
proper reserve. | 


Doesn’t State “Other Considerations” 


In the policy now being issued by the 
Federal Life it is stated as follows: 

“In consideration of the registration 
fee of one dollar paid by the insured, 
and of other good and valuable con- 
siderations paid by the Tribune Com- 
pany” the policy is issued. The law 
reads as follows: 

“Provision and form of policy. | 
“No such policy shall be issued or de- 
livered (1) unless the entire money and | 
ether considerations therefor are ex- 

pressed in the policy.” 

In the policy in question, it is con- 
tended, it is merely set up that “other 
considerations” are paid by the Tribune, 
but it does not state what these con-’ 
siderations are. 


Say Policies Are Obscure 


The complaint alleges that these con- 
siderations and the whole consideration 
must be identified in the policy, that 
the Federal Life Company must state in 
the form of the policy the amount of 
money it receives for the travel accident 
policy involved. 

“Clearly by this language” the com- 
plaint reads with respect to the Trib- 
une’s “good considerations,” “there are 
two considerations involved, the first be- 
ing one dollar paid by the insured and, 
second, an unnamed consideration of 
value paid by a third party not a party 
to the contract, but both considerations 
being necessary to the completion of the 
contract between the insured and the 
insuring company.” The complaint after 
setting up these contentions, concludes 
“in view of the violations of the insur- 
ance laws of the state above set forth, 
it is demanded (1) the immediate with- 
drawal of the approval of your depart- 
ment of this policy, and (2) that the 
Federal Life be required to cause the 
surrender and cancellation of every in- 
surance policy issued by or for it which 
contains either or both of the unlawful 
provisions above set forth.” 


“Tribune” Hits Back 


Back came the Chicago “Tribune” 
with a mighty broadside saying that 
the “Herald & Examiner” was endeav- 
oring to prevent the public from get- 
ting “better and cheaper insurance” 
through the “Tribune”-Federal Life 
plan. The “Tribune” claims that in four 
days it placed more policies than the 
“Herald & Examiner” did in a year. 
Here is what the “Tribune” says: 


The peculiar complaint is made that 
there is a discrimination in the Tribune 
policy in favor of readers of the Tribune 
—this in face of the fact that the 
Herald-Examiner has been sending out 
flocks of solicitors from house to house 
seeking to sell accident insurance poli- 
cies that, according to that paper’s own 
announcements, were available only to 
subscribers of that paper. That paper 
has advertised repeatedly that the policy 
was in force only while the $10.80 annual 
subscription was paid and is forfeited 
instantly when any month’s subscription 
payment fails. 


Policy Was Approved 


The facts of the situation are that the 
policy offered by the Tribune was ap- 
proved by the state insurance depart- 
ment before it was offered to the public. 
It was gone over clause by clause in a 
four-hour examination in Springfield, W. 
E. Brimstin, secretary, representing the 
Federal Life. 

No attack has been made upon the 
essential protective features of the 
Tribune’s policy. The complaint as filed 
involves simply phrases of no concern 
to the policyholders. 

Isaac Miller Hamilton, president of the 
Federal Life (a corporation which has 
been in business twenty-five years, has 
assets of $7,500,000 and has paid out 
$10,000,000 to policyholders and benefici- 
aries), said last night: 

“Following our usual custom the Fed- 








Connecticut General News 
Hartford, Conn. 





Why Accident Insurance? 


To give the agent something he 
can sell easily and quickly—especi- 
ally the new man or the veteran 
temporarily in the doldrums. 


To complete our line of personal 
coverage and so offer a complete 
service to the public and our agents. 


These are some of our reasons 
for issuing accident and health 
insurance. 


All the most desirable forms. 
Commercial and noncancelable. 














eral Life did not issue this special policy 





Chicago National Life 


Insurance Co. 
202 South State Street, Chicago 


The romance of OPPORTUNITY in 
any city, perhaps, has seldom, if ever, den.- 
onstrated a more striking example of what 
can be done than is shown by the records 
of the CHICAGO NATIONALE LIFE IN- 
SURANCE COMPANY. Many men in 
the business and out of it have remarked, 
“It’s surprising!” 


Over 13,000,000 in force—paid for busi- 
ness—close of 24 months—actual opera- 
tions. 


Think of the advantage of a connection 
with a fast growing company like this. 


A. E. JOHNSON 
Agency Manager 
Phone Wabash 4583 
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until it was first submitted to the Illi- 
nois insurance department for considera 
tion. The department found no objection 
to it and promptly authorized its issu- 
ance, 

“The state insurance department is 
managed with ability and courage and 
I do not think they will be disturbed by 
charges of a losing competitor. That 
competitor is a poor loser, that is all. 

“It is not possible to affect the validity 
of the policies, now or hereafter. Any 
policy issued by this company is in ac- 
cord with the law, and will be legal and 
good.” 

Law Complied With 


O. Steinkamper, manager of the spe- 
cial bureau of the Federal Life, which 
is issuing these new policies, said: 

“IT was in Springfield when this policy 
was approved by the state insurance 
department. Alex Johnson, head of the 
insurance department, was there, also 
Attorney Heaton of the insurance de- 
partment. We had a long session, and 
legal points were debated. Mr. Heaton 
got out the law on this policy and finally 
gave it as his opinion that the law was 
thoroughly complied with.” 


Innovation by the Tribune 


The insurance department at Spring- 
field received the complaint from the 
Herald-Examiner and set March 13 for 
a hearing on the matter. 

Insurance policies have been sold with 
newspaper subscriptions in a number of 
cities during the last year. The Tribune 
was the first paper in the country to 
come out with the plan’ to give a low 
priced policy with broad protection 
without requiring subscriptions. The 
plan has taken like wildfire. The action 
of yesterday proves that it is wiping 
the subscription-tied policy plan off the 
map. 

President Hamilton’s Statement 


In the Sunday issue of the “Tribune,” 
President Isaac Miller Hamilton of the 
Federal Life publishes an open letter to 
Director of Trade and Commerce Clif- 
ford Ireland. President Hamilton is 
ill at his home having had a severe at- 
tack of influenza. He states very 





plainly that-the Federal Life policy is 
regular in every way and has been care- 


fully prepared and submitted to the 
state insurance department and ap- 
proved. A large expense was incurred 
in printing these policies. President 
Hamilton states that all obligations will 
be met promptly and equitably. Poli- 
cies are protected fully by the Federal. 
President Hamilton says that the at- 
tack on this policy is an attack on the 
state insurance department which has 
given its approval to the policy. Presi- 
dent Hamilton charges that the motive 
behind the attack is not for the benefit 
of policyholders but is an attack on the 
Chicago “Tribune.” 


What Hamilton 


In part President Hamilton says: 

“The reputation of a life insurance 
company is very valuable and delicate; 
it should be maintained unsullied; it or 
the company’s methods should not be 
unjustly, ignorantly, and viciously at- 
tacked. The Herald-Examiner people 
have made such an attack upon the 
Federal and its methods; they disregard 
entirely the loss and suffering to present 
and prospective policyholders and bene- 
ficiaries which such attack may entail; 
it is the duty of the Federal, its obliga- 
tion to its thousands of policyholders 
and beneficiaries, to refute such attacks 
with its utmost ability and vigor. It 
should not permit such an attack to do 
harm if within its ability to prevent, nor 
should it permit such an attack to lessen 
or postpone the service it is authorized, 
and it is its duty, to extend to the in- 
suring public.” 


“Herald & Examiner” Rejoinder 


The “Herald & Examiner” on Mon- 
day morning declared that the fight 
projected by the Federal Life accident 
policy is not an insurance fight but a 
circulation battle. It states that in 
April 1924, the “Tribune” had approxi- 
mately 115,000 of its city circulation de- 
livered by newspaper carriers. The 
“Herald & Examiner” had but 31,000. 
On Jan. 1, 1925, the “Herald & Exam- 
iner” stated that it had increased its 
carrier circulation to 84,000, while the 
‘Tribune’ had gone down to 100,000. 
The “Herald & Examiner” says, “That's 
where the hot iron was applied to the 


Says 








“Tribune” and maybe you think it didn’t 
burn.” The “Herald & Examiner” says 
that it has been using*and continuously 
uses “sound and legal insurance to build 
up and stabilize its permanent reader 
audience. The ‘Tribune’ stung badly 
goes ‘loco’ in its frenzy to protect its 
fancied control of newspaper distribu- 
tion and its long held supremacy in car- 
rier delivered circulation.” 


UNTERMYER INSISTS 
ON PUBLIC CONTROL 


(CONTINUED FROM PAGE 7) 


powerful combination of casualty com- 
panies in the United States is an object 
lesson by which the legislature should 
have profited. In point of fact, the 
legislature has been for the past 25 
years and is today so absolutely under 
the domination of these great companies 
that no effective legislation has ever 
been possible. 


“Self-Perpetuating Despotisms” 


“The situation of the four great life 
insurance companies referred to by the 
superintendent, Metropolitan, New York, 
Mutual and Equitable, and the utter 


helplessness of their policyholders con- | 


stitute an unanswerable argument of the 
hopeless inefficiency of our legislative 
system as applied to these vast and 
powerful aggregations of capital. The 
managements of these four great cor- 
porations are self-constituted, self-per- 
petuating despotisms.” 

Testimony in the congressional 
“money trust” investigation in 1913 in- 
dicated, said Mr. Untermyer, the power 
derived even then, when companies now 
controlling billions counted their assets 
merely by the hundreds of millions, 
from dictatorship over a great insurance 
company. 

James Hazen Hyde, he pointed out, 
got $2,500,000 from Thomas F. Ryan 
for $51,000 controlling interest in the 
Equitable, although the 7 percent. re- 
turn on this $51,000 worth of stock 


could not yield more than one-eighth of 
1 percent on the money which Mr. Ryay 
invested in it. 

“And yet,” said Mr. Untermyer, “j 
was considered so advantageous a pur. 
chase that the late E. H. Harriman jp. 
sisted that Mr. Ryan should divide the 
stock with him so that they might to. 
gether control the disposition of this 
vast sum.” 


Value of Control 


“That hardly had been arranged,” Mr. 
Untermyer continued, “when the late 
J. P. Morgan demanded that Messrs, 
Ryan and Harriman turn over the stock 
to him at its cost to them. He was 
then the dictator in the financial world 
whose fiat none in that world dared 
disobey, and they obediently did as di- 
rected.” 

This, said Mr. Untermyer, is “inside 
history” in the Equitable. Its present 
significance he pointed out with the 
query, “If it was worth $2,500,000 to 
control $400,000,000 of assets, what is 
the value of the control of over four bil- 
lions?” 

“Big Four” Admirably Managed 


It was not his intention to intimate, 








he said, that the “big four” in the life 
insurance field are not admirably man- 
aged at present. The two largest, he 
declared, are “not only honestly, but 
superbly managed.” 

The Metropolitan, he said, “is a model 
of efficiency for any great public trust.” 

Mr. Untermyer’s point is that there 
have been times in the past when such 
policies were not followed and, with the 
tremendous opportunity afforded by the 
massed wealth behind them, such con- 
ditions may, under the present arrange- 
ment arise again. 


Merlin F. Heilig of Milwaukee, dis- 
trict manager in eastern Wisconsin for 
the B. L. Carson agency, Milwaukee, 
representing the Equitable Life and 
Miss Lillian Sciples, also of Milwaukee, 
were recently married. Mr. Heilig cele- 
brated the event by placing his district 
at the head of the agency production 
list . 
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outhern Life Insurance Co. 


Louisville, 


Kentucky 


RESOURCES 


Has on deposit with State Treasurers for the security of all policy- 


holders 


Has loans to policyholders within policy reserves..................+++: 


Has other invested MSSCES.. oe eee eee ae erences 


Making total carefully invested securities covering all liabilities 


Over and above these resources the Company has invested capital and 


surplus for the further protection of policyholders amounting to...... 


Making total assets of .... 


Insurance In Force . 


DIRECTORS 


Louisville, Ky., 


Insurance 
_ Lexington, Ky., 
senee | Co-operative Marketing 
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Louisville, Ky., 
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Louisville, Ky., 
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y. 


JAMES F. RAMEY, 

Insurance Company. 
ELLSWORTH REGENSTEIN, 
EDWARD F. PETER, 


D. C. STIMSON. 


C. L._HITCHCOCK, 


President The I Field 


$ 7,517,647.18 
2'532,499.77 


$10,618,867.11 
902,976.17 
«+++» -$11,521,843.28 


. $102,408,409.00 


Louisville, Ky., 
Secretary-Treasurer Fidelity Life and Accident 


Cincinnati, O., 
Chairman of the Board, Central Savings Bank and 
Trust Company, Newport, Ky. | 

‘ Louisville, Ky., 
Director Liberty Insurance Bank. 

’ Owensboro, Ky., 
President D. C. Stimson Lumber Company. 
Louisville, Ky., 


y. 
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Louisville, Ky., 
Assistant Secretary Inter-Southern Life 


C. B. NORDEMAN, 


Insurance Company. 


Mayfield, Ky., 


Wichita Falls, Tex., 
Manager for Eastern Capitalists. 

a Gainesville, Fia., 
Florida State Manager Inter-Southern Life 
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President Inter-Southern Life Insurance Com b 
W. MOORE, Louisville, Ky., 
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METHODS OF SELLING 


BUSINESS INSURANCE 


(CONTINUED FROM PAGE 5) 


into business with the widow or her 
lawyer who knows little or nothing 
about the business. 

I also tell them how important busi- 
ness life insurance would be for them 
as a credit factor. It will strengthen 
their credit. Banks and the credit agen- 
cies favor concerns carrying business 
insurance. All things being equal, a 
bank will make a loan to a firm with 
this form of protection back of them 
much more readily than a firm without 
it. The late A. Barton Hepburn, chair- 
man of the board of directors of the 
Chase National Bank, said in part: 
“When a man comes to us to borrow 
money . . . We note particularly the 
amount of business insurance he car- 
ries, because that tells his attitude to- 
wards his creditors.” 


Cost Is Stumbling Block 


The question of the cost comes up. 
Right here let me say that in my opin- 
ion more business insurance cases are 
lost over this point than any other. 
Yes, they admit it’s a mighty good idea, 
but the premiums—they’re _ terrible. 
Every firm resists an added expense to 
its business which the members believe 
is already burdened enough with ex- 
penses. Therefore, the adroit manner 
in which the premium question 1s han- 
died will have a lot to do with the clos- 
ing of a business case. 

When they ask me, “How much will 
this cost us?” I ask them, “How much 
does your fire insurance cost?” 

“About $10 a thousand.” 

“And you’ve been paying that for 
about ten years?” 

“Ves.” 

“Well, supposing for the next ten 
years it goes up to $15 or $16 a thou- 
sand, will you pay it or drop the insur- 
ance?” 

“We'll pay it, I guess.” 

_ “Well, then, consider that your fire 
insurance will cost you this for the next 
ten years and this partnership life in- 
surance, which you recognize as abso- 
lutely essential, will cost you nothing.” 

As you know the net cost for ten 
years—premiums less dividends less 
cash value is only about $6 a year per 
$1,000 at age 35 in most companies. 

If, however, I am not familiar enough 
with them to use this method, I tell 
them that their deposits will be about 
2 percent net of the principal each year. 
In ten years they will have deposited 
about 20 percent, but the company has 
credited them with about 15 percent of 
the principal. These are also age 35 
figures. 

Meets Two Problems 


__In summing it all up, then, the basic 
ideas I would like to have you carry 
away are, that in presenting a business 
life Proposal I lay emphasis upon two 
broad principles, that every firm has two 
important problems which they must 
solve: (1) credit problem and (2) a re- 
placement problem. Business life in- 
surance will help them obtain credit and 
will build up a reserve or sinking fund 
to use in times of emergency. Business 
life insurance will solve their replace- 
ment problem by providing the firm 
with an asset at a cost of nearly one- 
third the interest rate charged by a bank 
for a liability. 

_ am of the opinion that there is no 
‘orm of life insurance which we sell, 
with the possible exception of the highly 
specialized insurance for inheritance tax 
Purposes, where we are required to 
now so much outside of the ordinary 
technique or mechanics of insurance as 
m the selling of business insurance. If 
we hope to achieve any degree of suc- 
en in this form, we must have a 
nowledge of the partnership and cor- 
Poration laws of our state, we must 
now how to draw up supplementary 
Partnership agreements which will ex- 
Plain the purpose of the insurance; we 
must have a knowledge of income tax 
Problems as they effect business and the 
8eneral problems of business. 
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JAMES W. STEVENS, Founder 





‘Ww CANNOT leave this auspicious 
gathering without expressing my 
sincere appreciation of your 

greeting, my hope in the success of 

your enterprise and my conviction 
that here you are erecting an edifice 
dedicated to thrift and good citizen- 
ship. Such work as this lays the foun- 
dations of thrift and providence, incul- 
cates habits of saving and develops the 
Christian citizenship which is the hope 
of the country. I am convinced. that 
the Illinois Life and the other life in- 
surance companies are not only pro- 
viding insurance for the family but 
insurance for good citizenship, 
and I wish you Godspeed 
in your enterprise.” 


From the address of Carvin Cooripce at the 
Corner Stone Laying Ceremonies, Illinois 
Life Building, August 5, 1922. 


Illinois Life Insurance Co. 


CHICAGO 
JAMES W. STEVENS, Founder 


Greatest Illinois Company 
1212 Lake Shore Drive 


The Illinois Life is The Dean of the Illinois Legal Reserve Companies 
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SQUARE DEALING 


With Agents and Policyholders made possible 
last year’s splendid Record of New Business 


$103,955,200 


A Pledge of Still Greater Achievement in 1925 


New England Mutual Life Insurance Company 


of Boston, Massachusetts 

















Northwestern National Life 


Insurance Company 
Minneapolis, Minn. 
Mutual.................Low Net Cost 
ee. kv has bos cts ware eqges ee 
ON ani 4 Rate cs uedveu ch oes Qeteres ee 
Insurance in Force...............-..-. 195,366,671 
Assets of $108.63 for each $100 of liabilities 
Rate of Interest Earned, 1924.............. 5.5% 
ee 


Liberal direct agency contracts available in Southern Indiana, 
Southern Illinois, Central Missouri, Kansas, Louisiana, Virginia, 
Arkansas, Utah, Pennsylvania and Eastern Tennessee, to men of 
ability and record of successful results in personal production and 
organization. 








Shortening The Selling Process 


Om SYSTEM of obtaining “leads” for our Agents has been cited 
as one of the most successful in operation. 


This service is part of our comprehensive program of Home Office 

cooperation which i is of genuine practical value to our men in the field. 

Service to policyholders is also the best kind of service K. = 
Our Policyhold ders Service Department offers, among other 

~ health service of the Life Extension Institute free of charge. 


For information concerning Agency opportunities, address: 
T. LOUIS HANSEN, Vice-President 


The Guardian Life | Insurance Company 


Established 1860 under the Laws of the State of New York 
Home Office: 50 Union Square, New York 














THE EQUITABLE LIFE OF IOWA 


ANNOUNCES 
LARGEST DIVIDENDS 
IN ITS HISTORY 





EQUITABLE LIFE OF IOWA 


Founded: 1867 Home Office: Des Moines 
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KANSAS 














Issued 


536,300 
6,440,823 
8,9 


Acacia Mutual 
Farmers & Bankers. 
Home Life, N. Y... 
Kansas Life 2, 
Lincoln Liberty, Neb. 
Missouri State 
National, 

National Savings.... 
New England Mut.. 
Pacific Mutual 


In Force 


2,565,100 
26,412,802 
,681,348 
11,123,691 
604,705 


14,059,251 
206,971 





| 
OKLAHOMA 











Acacia Mutual 1,726,700 

Home Life, N. -- | 512,631 

Mut. Aid Un., Okia. 3,198,000 
aa. we 


Federal Surety 
Illinois Bankers .... 7, 172, 155 


205 
Natl. Fid. Life, Mo. $20,293 
Frms & Bnkrs., Kan. 1,044,407 
Cent. Sts. Life, Mo. 2,464, "990 
Atlas, Okla 25 
Farmers Natl., 

Royal U 

Midland, Mo, 

New York Life 

Empire Mutual 

Provident L. & A.. 

Modern Woodmen... 


Mid-Continent 
Register Life....... 
Merchants, Ia 
Amer. Natl., 
Cloverleaf L. & C 
Missouri State 
Amer. Central 
Columbus Mutual 
Equitable, N. Y¥ 
Great Republic, Cal. 
Phoenix Mutual 
Bus. Men’s Assur... 
Franklin Life 
Bankers Life, Ia.... 
Mass. Mutual 

Kn’ts Pythias, Ind... 
Northwestern Mut... 
Midwest Life, Neb.. 
Liberty, 

Reliance 

Northw’n Life, Neb. 
Northwestern Natl.. 
Continental 
National, 

American, 

Security Mut., oe 
Kansas City Life... 
Guaranty, I 

Mutual, N. Y.. 
Prudential 


5,576,900 
1,341,680 
10,401,000 
83,314 


21, Zea 1376 

74,890 
38,510:652 
37,035,873 





| PENNSYLVANIA 














Eureka-Maryl’d.Ord. 4,023,466 
Eureka-Maryl’d.Ind. 1,777,573 
Eureka- Maryl'd. .Gr. 

Federal Life Ord. 

Federal Life. - Ind. 

Federal Union. .Ord. 

Federal Union. .Ind. 

Federal vy -Gr. 2,010, 700 
Fidelity_Mu 

Girard Lite. 

Home Life, Del.Ord. 

Home Life, Del. Ind. 

Home Friendly, - 
International, ee 
Inter-Southern 
Knights Life.. 
Knights Life.. 
Maryland Li fe. 
Merchants, Ia 
Michigan Mut 
Missouri State. .Ord. 
Missouri State...Gr. 
No. American, Ill... 
Old Line, Wi 

Ohio State Life 
Pennsyl. Mut....O 
Pennsyl. Mut... 
Pennsyl. Mut..... 
Presby. Min, Fund.. 
Royal Union 
Scranton Life ... 
Standard, Pa 
Security, Chgo 
Security Mut., 

State Mut., Mass.... 


++Ind. 


708,791 
3,453,732 


6,221,693 
6,395,109 


58,200 
1,217,133 
5,370 
157,500 
150 
1,568,500 
53,894,392 
14,234,821 
31,578,197 
25,2 


,256,549 
1,257,793 


24;338,711 





Business issued in 1924 and amount in force December 3], 1924, in various commonweallths 


Phoenix Mut 
Provident opus 
Prudential i 108, 252, 682 
Prudential .Ind.149,276,781 
Prudential Gr. 16,932,150 
Reliance 11 188,505 
462,169 
Western Union 
Acacia Mut 
Baltimore Life.. 
Baltimore Life.. 
Bankers, 
Berkshire 
Canada 
Colonial, N. ° 
Colonial, N. J.... 


Conservative, W. Va. "425, 500 





KENTUCKY 











Acacia poutuns 178,50 
Am, L. » ay =e. 3, 766, +723 


Atlantic, 
Clover 


Conservative, W. 
Cotton —-? 
Cotton States.. 
Equitable, Ia. 
Federal 

Federal ae pen 
Federal Union...G 
Federal Union...Ind. 
Fid. L. & A., Ky. vInd. 
Fidelity Mutual 
Geo. Washington... 
Guardian 


Inter-Southern... 
Jefferson Standard.. 


Liberty, Ill 
Life Ins. Co. of Va.. 
Michigan Mut 


ind. 4, 336, 914 
New England “Mut. 6 
New York Life 
Northwestern Mut... 
Northw’n Natl. Life. 

Ohio State Lif 

Our Home Life 

Penn Mutual 


Phoenix Mutual. 
Prudential 
Prudential 
Prudential 
Provident Mut. 
Reserve Loan 
Royal Union 
Security, Chgo 
Shenandoah 


458, 
United States Life.: 232,564 








MARYLAND 














17,826,18 
15, 102,88 
34,73008 

1,109,398 


Aetna Life 

Conn, Mutual. 

John Hancock. 
Home Beneficial, ‘Va. 





| 
| NEBRASKA 
{ 


Mutual Life, N. Y... 
Minn. Mutual 











3,511,862 
863,2 


Provident Mut.... 
Pioneer Indem 





NEW JERSEY 














Colonial 


(CONTINUED on NEXT PAGE) 








1,147,000 
4,735,121 
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— itary 
S eccheden Gr. 272,248 1,513,13 
Goliad «:>-+--ind. $.958-980 25-147 303 
Givers cional eoeces 1,700,001 1,918,318 
Michigan Mut....... 149,377 1,061,894 
North American, Ill. 1,080,065 7,597,799 
Security Mut., N. Y. 352,873 1,974,969 
Shenandoah ....:... 421,050 732,965 
United L. & Acci... 428,500 618,664 
ae Pe 820,979 3,925,063 
Conn. Genl.....- Ord. 5,526,395 23,668,862 
Conn. Genl......- Gr. 368,550 555,800 
Continental, Del.... 405,568 893.407 
Missouri State..Ord. 2,366,685 5,535,774 
Missouri State...Gr. 124,300 120,300 
Mutual Life, N. Y...11,441,194 65,054,765 
New York Life..... ee TS ay thy + 
} Ms ceshinees 382,907 2,066, 
sae Mutuai timate 7,085,376 37,953,075 
Natl. Life, U. S. A.. | 248,295 605,946 
New England Mut.. 3,248,876 17,296,810 
Phoenix Mut........ 1,310,581 7,987,371 
Provident Mut...... 9,232,353 48,706,057 
Prudential .....- Ord . 56,364,626 281,443,165 
Prudential ...... Gr.14,889,571 20,391,170 
Prudential ..... Ind. 86,182,733 450,338,009 
State Mut., Mass.... 2,470,947 8,698,982 
Clover Leaf..... Ind. 12,676 11,456 
Clover Leaf.....Ord. 16,900 54,153 
Frat’nal Prot., Mass. 103,500 262,250 
Masonic Life, N. Y.. 524,000 3,510,000 
Union Central...... 4,706,108 16,070,337 
Columb. Natl...Ord. 3,403,002 10,072,656 
Columb. Natl....Ind. 205 2,481 
NEW YORK 
festern Union...... 10,661 138,066 
New Ehgland Mut. .13,903,619 89,502,072 
Conn, General. .Ord.25,521,522 121,767,786 
Conn. General...Gr. 9,165,404 19,576,879 
Teachers, N. Y.....-- 471,774 2,385,293 
TENNESSEE 

Jefferson Standard.. 2,976,400 13,170,902 
American Natl., Mo.. 988,837 1,234,647 
Central, Iowa....... 197,125 172,125 
George Washington 668,576 973,317 
International, Mo.... 629,287 2,238,205 
Inter-Southern ..... 1,153,581 5,569,186 
Michigan Mut. ..... 500,304 3,444,736 
Morris Plan ......-- 25,400 32,900 
No. Car. Mut....Ord. 245,046 653,847 
No. Car. Mut....Ind. 2,404,275 2,249,208 
Standard, Ga. ...... 251,488 888.944 
Shenandoah ........ 647,773 1,921,586 
Security Mut., N. Y.. 179,678 1,703,031 
State Mut., Hiase.-. er et 9.136.393 
BOE cwcesees Ord. a 78,5 
PE s2t.0066 Ind. 4,633,449 1,073,785 
Universal, Tenn.Ord. 409,500 259,000 
Severant, Tenn.Ind. ity i tte 
ranklin ...... eee 1,253, 5, ote 
aa > Beesenee tet oo .oee ssi 
New York Life.....12, you 70, 63 
Northwestern Natl.. 609,140 1,056,937 
Phoenix Mut........ 2,119,815 11,807,586 
Prudential ..... Ord. 4,880,878 31,131,102 
Prudential ...... Gr. 799,717 2,054,075 
Prudential ..... Ind. 2,365,536 3.749.645 
Independent ....Ord. 1,978,860 2,848,360 
Independent ..... Gr. 384,000 384,000 
Independent ....Ind. 6,900,195 11,219,065 
Acacia Mutual...... 301,300 618,300 
Lamar Life......... 245,990 723,387 
Lincoln Reserve .... 395.978 792,908 


Missouri State..Ord. 1,959,074 13,604.671 


Missouri State...Gr. 439,253 1,251,327 
Union COMEPRE .ccecs 2,686,650 29,810,049 
Cloverlf. L. & C.Ord. 48,111 82,515 
Cloverlf. L. & C.Ind. 1,211,696 611,887 
Interst. L. & A.Ord. 1,002,287 1,635,623 
Interst. L. & A..Gr. 78,750 109,250 
Interst. L. & A..Ind. 2,194,656 3,038,388 

91,500 373,500 





SOUTH DAKOTA 
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American, Mich...... 453,341 2,009,946 














“Of all sad words of tongue or pen— 
The saddest are these—it might have been.’’ 


AVEN’T you felt the truth of this quotation with painful sharpness 
when the widow of a former policyholder learns that the life insur- 
ance had lapsed? 


Wouldn’t you enjoy the feeling that everything that can be done 
is being done to see that your present policyholders do not lapse their present 
insurance ? 


Agents working under the American Central Plan enjoy that feeling, because of 
the complete and practical resale program. 


This is a part of the Plan. The pre-selection of prospects, the pre-approach, the 
canvass, control of the interview, close, the handling of notes, and a definite resale 
campaign are all parts of this Plan by which successful agents are professionaliz- 
ing their insurance work and their insurance service. 


Any agent who feels that he might be interested in more details concerning the 
plan may readily secure them by writing today to 


AMERICAN 
CENTRAL 





Perhaps the most comprehensive field 


development program in existence today. 


One phase is described in this advertise- INSU RANCE co. 
ment. INDIANAPOLIS 


ESTABLISHED 1899 
HERBERT M. WOOLLEN, President 








NUMBER EIGHT IN A SERIES OF INFORMATION ADVERTISEMENTS 




















George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 


























Cedar Rapids ...... 154,500 547,396 HARRISON B. SMITH, President 
Pauitable N. ¥..... 3,671,183 18,486,755 : . , , : . 
mney Mutual -... "615 696.674 presents opportunity for liberal contracts covering definite territory with 
Kansas City ‘Life.: 868,660 8.692.705 Home Office registry and with power of appointment of sub-agents. 
Minnesota Mut..... 712,048 6,292,793 - y a. ° ae 3 7" . 
Pacific Maro, Mut-. 143.468 | 668.652 The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
phoenix Mut. eaae 4821275 4 24 1486 Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington. 
RE BEUt. ccc. x 62,346 
Reteencial 357,628 2,455,603 Address 
Reserve Loan. 20500 any Ete ERNEST C. MILAIR, Vice-President and Secretary 
NORTH DAKOTA | 

a | | 

Kamer city ute... aa0r aigaee|| LAE SECURITY LIFE INSURANCE CO. OF AMERICA 
Reliance Lite....... is;s00_* 33/383 ; 
Continental Mo..7.. 4405429 1,708,823 O. W. JOHNSON, PRESIDENT 

eserve Loan....... 20, ” B5, 

PeamSruceahs=-sss | gA0QH8 0 8B 80 WANTS: A FIELD ORGANIZER 

utual Teta os eeeite - 1-208,000 CONTRACT—SALARY AND EXPENSES 

New World gis 05.58 

Northwestern Nati.. 5,732°986 19,ee's25 WANTS: GENERAL AGENTS AND MANAGERS 


Min’ pitutual 
- Mutual... °° *° 1,793,843 

M ; 793, 6,273,662 

New Vouit® N- ¥-. 21032/965 11,571,502 

wat ife-.5+ 1:839,895 19,074,998 


reat Western, Ia__ 
Reinuine, Neb.....: i000 133,000 
+L. Co. Am.,Ia. 41,000 «325,088 








CONTRACT COMMISSIONS OR COMMISSIONS 
AND EXPENSE ALLOWANCE 


Only Men of Experience Whose Records Will Bear the Closest Inspection Will Be Employed 
Address S. W. GOSS, Vice-President, The Rookery, Chicago, Ill. 
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ord. Joseph M. Bra 


producer in the Julius 


tual Life in Chicago, 
emblem 
who produce $500,000 of business. M 

















Untermyer and His Suggestion 


SAMUEL UNTERMYER of New York, 
friend of the friendless and home of 
the homeless, makes a suggestion with 
regard to the management of the big 
mutual life companies. He would have 
the governor of New York, for exam- 
ple, appoint-at least 50 percent of the 
members of the board of these institu- 
tions. He thinks that the public should 
have a larger voice in the Management 
of these companies. 

When we realize what a football in 
politics are the public utility concerns, 
when we appreciate the extravagance, 
waste and inefficiency in bureaucratic 
administration where there is little per- 
Sonal responsibility, we then begin to 
have a vision of what might happen to 
the big life companies if the state of 
New York actually had the authority 
to dictate to the management. 

The companies are now supervised by 
the various states through their insur- 
ance departments. Mr. UNTERMYER de- 
clares that in most cases the New York 
insurance superintendent is nothing 
more than a “rubber stamp” as his ap- 
pointment is largely dictated by the big 
companies. We doubt this statement. 
There may have been insurance super- 
intendents whose appointment was in- 
fluenced to some extent by insurance 


interests. 


monwealths. 


ful scrutiny. 


have control of vast funds. 


tual companies today 


the past. 


Life Insurance Sermons 


Tue Davenport, Ia., Lire UNDERWRITERS 
Association is much pleased with the 
sermon that was given by Rev. Leroy 
M. CorrMAN of the First Prespyrertan 
Cuurcn of that city on “Life Insur- 
ance.” The members of the organiza- 
tion attended the service. Dr. CorrMan 
preached a life insurance sermon similar 
to the one that he did a few years ago. 
He commended life insurance as a 
means of protecting the home. He said 


life. 


CoFFMAN. 


Depreciation at Death 


INSURANCE men frequently speculate 
as to how much is the depreciation in a 
man’s business at his death. When the 
head of an enterprise or one of its im- 
portant factors is thus eliminated from 
the establishment it may mean a very 
sharp shrinkage in the value of the busi- 
ness. Recently an advertisement ap- 
peared in the Atlanta, Ga., “Journal” 
which brought out this fact. The ad- 
vertisement was inserted by ALLAN- 
CuapmMan Company, clothing merchants. 
It stated that on account of the death 
of H. Curr Cnapman, vice-president 
and manager,»it had been decided to liq- 
uidate the stock of clothing for cash in 


order to purchase his interest. 
listed 


liquidation price. 


price that was asked. 


Viving partners. 


It would be unfair to say 
that the New York superintendent is 
nothing more than a “rubber stamp.” 
Even if he were there are plenty of 
other insurance superintendents through- 
out the country whose appointment is 
not dictated by the big New York com- 
panies. They have a watchful eye over 
the companies admitted to their com- 
The big mutual compa- 
nies of New York operate in almost 
all the states. They are subject to care- 


likely out of order, some insurance su- 
perintendent would get upon his hind 
legs and give publicity to his fears. 

We realize there is a tremendous re- 
sponsibility on the officers and directors 
of the big mutual companies. 


directing a tremendous organization. It 
requires men of the highest type. 
UNTERMYER well says that the big mu- 


managed. Some of these company pres- 
dents have as wide a vision of the serv- 
ice that a life company owes to human- 
nity as can possibly be imagined. 
far private control has not failed. Until 
it does, let us keep along in the path 
of experience and security followed in 


that the life insurance salesman must 
emphasize the uncertainty of life and 
the certainty of death, the value of pru- 
dence, the propriety and the necessity 
of preparation for the great changes of 
Furthermore, Dr. CorrMan said, 
the character of the life man must be 
consistent with his profession. 
pleasing to receive the commendation 
of men of the type represented by Dr. 


suits of clothing showing the 
original price asked at the store and the 
The liquidation price 
was 25 percent less than the original 


This is a very excellent argument for 
business insurance. If this firm had car- 
ried sufficient business insurance on the 
life of H. Curr CHAPMAN, his interest 
could have been purchased without any 
derangement in the plans of the con- 
cern. No sacrifice would have been in- 
volved. This is a very graphic argument 
for business insurance to protect sur- 




































































E. Bruce Weathers, Jr., supervisor of 
Kentucky agents of the National Life of 
Vermont, -died at the Kentucky Baptist 
hospital in Louisville on Sunday of this 
week. Mr. Weathers joined the Na- 
tional Life five years ago, prior to that 
being superintendent of schools of Todd 
county for ten years and for four years 
school superintendent at Franklin, Ky. 
Mr. eathers was prominent as a 
speaker, addressing various regional 
gatherings of agents of the National 
Life and also local organizations in 
Louisville. 


John L. Shuff, home office agency 
manager for the Union Central, has | 
just returned to*his desk in Cincinnati | 
after a month’s absence which he spent | 
at Miami, Fla. Mr. Shuff had a most | 
enjoyable visit and looks splendid as a 


Then it 








A part time life insurance man every 
once in a while makes an excellent rec- 
» the leading 
. Meyer gen- 
eral agency of the New England Mu- 
wears the silver 
given by the company to those 


| 

| Bransky was one of three agents of the 
|| New England Mutual Life in Chicago 
|| | who were accorded this honor last year. 
| 

| 

| 











consequence of his rest. 
keenest of pleasure 
frenzied real estate transactions ¢ 
Miami and, in fact, has become som. 
what inoculated with the SPirit of th 
boom times for he is still talking j 
figures not less than quarter and ha} 
millions. Mr. Shuff succeeded in 
ing a little life insurance. 

Mr. Shuff’s friends treated him royally 
while he was in the south. One of his 


He took th 
in observing th, 








r. writ- 































































































Mr. Bransky devotes -but part of his | acquaintances loaned him his limousine by 
time to writing insurance. He is a box He was very appreciative and mak th 
office man in one of the theatres. He] good use of it. On the second dg me 

a has set $1,000,000 as his goal for this | however, Mr. Shuff blew out and had pr 
year. to replace three tires. On the third chi 

| Mr. Bransky intends to retain his | day, the owner returned and said thy the 
— Position in the theatre. He contends his plans had been changed suddenly old 
that through this medium he is able to} Mr. Shuff has been wondering why the 
make many important contacts which | kind of a bet he lost. pin 
wos 7 much ser and patience aed \ 

to do if he did not hold the position. ; : om bra 

He asserts that the time he gives to the | Mr “oom William, born to Me res] 
theatre is most valuable from a life in- Moi — oe H. Heinz of De asst 
surance standpoint. He would spend eng dh id rst grandson of 8 poli 
more time if he were giving all his at- Cor " ‘ee ag of the Bankers Lie valt 
tention to life insurance in making con- se ae Mrs. Heinz is Mr. Kuhn the 
tacts than he now does at the theatre a A Gonainter. Mr. Heinz is manage 0 
and would not get so far. ot the Bankers Life radiocasting station Salt 
WHO. 

on = s poin 

, the 

oan pe ee ee tp S . Vice-President K, A. Luther of th poin 

_ as ae S Rene on ge a Aetna Life, together with Mrs. Luther, the 1 
at the annual agency convention of the will take a six weeks’ steamer trip start- ing \ 
Central States Life. This honor is con- |; 

: ing March 12 down the east Coast. Stops be al 
ferred on the agent who writes the ; 
" - will be made at Havana and Panama the « 
greatest volume of business during the Mr. Luther will attend th Fag ith 
If there were anything | preceding year. Mr. Gable is connected | the : “vm © moony © _ 

. executive committee of the Life [p- tions 
with the Marmaduke Corbyn agency at | surance Research B : 
Oklahoma City. During the year he | * ” =eee. —s 
had 256 applications to his credit. This | we, of th 
agency also claims the honor of pro- | President E. D. Duffield of the Pr- « Th 
viding the vice-president, which is | dential is on a southern trip. He will ke th , 
accorded the agent with second highest gone three weeks making stops at the : “0 

They | record. Out of the six years this cus- | main cities, where he will address the on 

They tom has prevailed in this company, 10 | Prudential men. During his Stay @ office: 

rey are | of the 12 positions available for the big- | Richmond, Va., he talked to the life ti 7 

gest producers have been won by this underwriters association. Gent 

Mr. | agency. The convention will be at | aie re 

Atlantic City in June. Charles Jerome Edwards, former pres- been ; 

are admirably - | ident of the National Association of Liit bank 

Joe S. Ma agent for the Aetna | Underwriters, who was agency ma In Po 
Lite, Little Rock, set a new Arkansas | ager of the Equitable Life of New Yor with 
record in writing and paying for $1,200,- | in Brooklyn and New York City until Portla 
000 in insurance in 1924. This made it | his death, carried two policies payabl hank 

So} possible for Mr. Maryman to top the | to the Mechanics Bank of Brooklyn a Portla 
list for individual insurance producers ir: | trustee for the Purpose of paying a genera 
Arkansas for the second consecutive inheritance and transfer taxes. The Superir 
year, his 1923 record having cleared the company issued its check for $20,024 tewar 
million-dollar mark by several thousand | in favor of the trustee. agencis 
ome The Gordon W. eee | ee 

ompany, Aetna general ageyts, wit . , Y 
whom Mr. Maryman is connected, also | aaa H. Meyer, general a - mde 
led all agencies in the state for 1924, | New England Mutual Life in Chiag E. / 
having paid for $10,149,000 who has had his office in the Stock Et Staff of 
oo shia siemnai change building since he opened the Manage 

ere | Seneral agency 16 years ago, moved ths curity | 

James S. Galvin, for many years gen- | week to 1306 Illinois Merchants Bai has had 
eral agent for the John Hancock Mutual building, Chicago. y 

‘Life at Decatur, Ill, here, died in Mt. aes 

Clemens, Mich., last week. Mr. Galvin O. J. Lacy, vice-president in charg 

had been in the insurance business 14 of agencies of the Minnesota Mutul titory ¢ 

years before he went to Decatur in 1893 Life, spent the latter part of Febru busines! 

to establish a district agency for the in the field, covering points in IIlinos represe 
It is} Mutual Life and two years later he be- Missouri and Kansas. He left for Net een n 

came general agent for the John Han- | York the first week in March to attest 

cock. Within a few years it was claimed the meetings of the executive committe 

he had written half the people in the | of the Life Insurance Sales Reseaft 

city. He was 66 years old and had had Bureau, of which he is a member. Fo 

a wide experience in the insurance field. lowing this meeting Mr. Lacy exp 





to spend the balance of March orgatlt 
ing Virginia. 


E. A. Hanks, assistant secretary 
the Wisconsin National Life, wh 
life has been despaired of because o! 
serious illness, is showing muc . 
provement and doctors have begw# 7 
hold out hope for ultimate recovery, r 
cording to reports from his home 
Fond du Lac, Wis., where he is 
fined. 


John E. Woodward, president of, 
Richmond, Virginia, Association of 4 
Underwriters, and a big producer 
the Travelers in that city. who ~~ 
Florida early this year for his ai ® 
has: returned home, fully ee 
health and’ vigor. Mrs. Woodware 
their two little. sons accompanied 
the trip. gas :s 
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LIFE AGENCY CHANGES 
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WEST COAST LIFE’S CHANGES 





Branch Office Plan Is Adopted by the 
Company for the Phillipine Islands 
Territory 





| 
| 


The Phillipine Islands’ general agency | 


of the West Coast Life formerly held 
by J. Northcott Co., has been changed to 
the branch office plan under the manage- 
ment of R. P. Foold, formerly vice- 
president of the J. Northcott Co. This 
change has been brought about through 
the death of John Northcott at a ripe 
old age. Mr. Flood has already served 
the company seven years in the Philli- 
pine Islands. Ahn 
What will be known as the Phillipine 
branch office has more than the ordinary 
responsibility because that office directly 
assumes responsibility for the making of 
policy loans, payment of cash surrender 


values and payment of claims except in | 


the larger policies. ; 

Ordinary district manager J. N. Astin, 
Salt Lake City, Utah, has been ap- 
pointed special group representative of 
the West Coast Life for Utah. This ap- 
pointment will save considerable time to 
the men in that territory in correspond- 
ing with the home office. Mr. Astin will 
be able to advise fully regarding most of 
the questions which arise in connection 
with this form of coverage. His opera- 
tions in group as well as in ordinary will 
as formerly be under the general super- 
vision of Superintendent J. W. Stewart 
of the northern department. 

The West Coast Life is now handling 
the bank depositors’ plan of insurance 
in Oregon and Washington under the 
management of its existing branch 
offices in those territories. A connec- 





tion has been made with the Peoples 


GOES WITH SECURITY LIFE 





Changes Have Been Made in the Pacific 
Coast Field—S. H. Silver in North-.. 
ern California 





S. H. Silver, who has been connected 
with the Occidental Life of Los Angeles 
for the last eight years, has gone with 
the Security Life of Chicago as manager 
for northern California. A. Silvers 
has been the manager there, but on ac- 
count of having other important inter- 
ests he desired to be relieved of man- 
agerial duties. He will continue to act 
as general agent at San Francisco. 

The Crown Realty Co. of Pasadena 
succeeds B. Nash as manager for south- 
ern California. R. S. Buck, who is a 
well known life insurance man, 
charge of the life department. 


has 





A. T. Sibley 


Anderson T. Sibley, of Augusta, Ga., 
leading producer in Georgia last year 
for the Aetna Life, has become general 
agent for the Reliance Life at Augusta. 





H. C. Shockley 


H. C. Shockley has been appointed 
agency organizer in Texas for the Cen- 
tral States Life, it was announced by 
Marmaduke Corbyn, manager of the 
Marmaduke Corbyn agency of Okla- 
homa City, which represents the com- 
pany in Oklahoma and Texas. 





J. J. McDonough 


The Mutual Life of New York has ap- 
pointed J. J. McDonough, Jr., as special 
agent at Savannah, Ga., to take effect 
when he retires from his duties as post- 


Savings Bank at Seattle, Wash., a bank | ™@Ster there. 


established 38 years ago. H. A. Coit has | 
been appointed district manager of the | 
bank depositors’ department at Seattle. | 
In Portland a similar connection exists 
with the Portland National Bank of 





California State Managers 


Guy G. Emery of Oakland, Cal., has 
been appointed state manager for the 
California State Life. David R. Graham 


Portland and R. C. Game is the special | of Dallas is appointed state manager. 


tank depositors’ district manager at | 
Portland. Both these operate under the 
general supervision of J. W. Stewart, | 
superintendent of agencies, and H. J. | 
Stewart, assistant superintendent of | 
agencies, northern department. 





E. A. Frerichs and G. E. Wallace 


E. A. Frerichs, of the home office | 
staff of agents, has been named as city 
manager for Topeka, Kan., for the Se- 
curity Mutual of Lincoln. Mr. Frerichs 
has had a successful career as an agent, 
and was one of the first men chosen for 
carrying out the company’s new policy 
of establishing city agencies in its ter- 
ritory and concentrating efforts on that 
business, George E. Wallace, who has 
represented the company in Kansas, has 
been made city manager at Wichita. 











Forrest A. Roberts | 


| of 
| agents for the Continental Casualty and 
| the Continental Ansurance. 





Joseph H. Gray 


Joseph H. Gray has resigned as asso- 
ciate general agent at San Francisco to 
become manager of the life department 
the California Agencies, general 





Life Agency Notes 


R. A. Jester now is district agent for 
the Bankers: Life, with headquarters at 
Henderson, Tenn. 

Henry C. Harper has been named as 
district manager of the Mutual Life of 
New York for Lancaster county, Neb., 
with headquarters at Lincoln. Before 
entering the life insurance business Mr. 
Harper was service secretary for the 
Lincoln post of the American Legion. 


| INTEREST IN ENGLISH OFFICE 





Forrest A. Roberts has been appoint- Progress That Has Been Made by Com- 


ed manager of the Phoenix Mutual Life | 
at Indianapolis. He was for several 
oe connected with the Equitable Life 
« a York in Kansas City and went 

ith the Phoenix several months ago. 
ee been at the home office of the 
~ pany taking a special course in prep- 

ation for his managerial duties. He 


has hi : - 
building in the Meyer-Kiser Bank 


J. J. Raley 
J. J. Raley, 


at Little Rock, 


been appointed 
eneral 
Central States Life of Se “Los a 


nected with the 


Cust ten years and has made a suc- 
Pe onsen He maintained offices 
sboro, Hot Springs and Pine 


Bluff i 
na = going to Little Rock six 











pany in Writing Non-Medical In- 
surance Risks 





Much interest has been taken in the 
Sun Life Assurance Society of England, 
as it has been taking considerable busi- 
ness without medical examination. There 
was a decrease in the amount payable 
for death claims, although it had been 
asserted that the Sun Life was slack in 
its method of selection. Its new busi- 
ness last year amounted to £6,853,232. 

It is stated in England that single 
premium business accounted. for half the 
total new business of the Sun Life. Many 
of the large prosuaees are now specializ- 
ing on this kind of a policy. They se- 
cure applications for insurance where 
the single premiums run 50,000 to 100,- 
000 pounds. Some agents are not go-. 
ing after the large single premium risks, 
but are soliciting those that can pay 
from £100 to £500. 








100 PER CENT 
EFFICIENCY 


Life men find our methods bring their efficiency up to 
100 per cent. 





We consider every man insurable and rate each case 
on its own impairment and amount of risk involved. 


We take the “Blue Monday” out of the life insurance 
business by helping you salvage your wasted energy 
expended on Sub-Standard business. 


We have everything in the life game to offer. Let us 
tell you how. 


ICAL LIFE 


INSURANCE COMPANY OF AMERICA 
WATERLOO IOWA 


I. G. LONDERGAN 
Vice Pres. & Gen"! Mgr. 
































THE 
Perfect Protection Policy 


covers death, dismemberment, 
permanent disability, sickness 
and accident. 


The BEST to BUY and the 
BEST to SELL. 


West Coast Lire 


INSURANCE COMPANY 
HOME OFFICE - SAN FRANCISCO 


The only company on the Coast carrying Group Insurance f 
NU-<« 
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“The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 
The Capitol Life Insurance Co. of Colorado 


Clarence J. Daly, President 
Denver, Colorado 














We have opportunities for Agents in 
kansas, Illinois, lowa and 
Minnesota 


International Life & Trust Company 
Home Office: MOLINE, ILLINOIS 
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THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York has a 
record of EIGHTY YEARS of prosperous and successful bus- 
iness. It has passed through panics, pestilence and wars un- 
harmed, and to-day, as a result of eight decades of endeavor, 
offers financial strength, reputation, magnitude, leadership, and 
life insurance service. 


Those considering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Company 
of New York 
34 Nassau Street, New York 
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The OHIO STATE LIFE 


LIFE. HEALTH, ACCIDENT **° MONTHLY INCOME INSURANCE 


Sl4fee@m LATEST POLICIES AND AGENCY CONTRACT BASU U2E 


Openings Ohio, Ind., Ky., Mich, W. Va., Tex., Okla, Pa. and Calif. Write Columbus 


at 
\ OF 














Six Years of Marching On 


We now announce 1924 as the 

sixth successive year in which the 

| Bankers Life Company has shown a 

gain in new business production as 

compared with the preceding year. 

The total for 1924 will reach $150,- 
000,000. 





BANKERS LIFE COMPANY 


Des Moines, Iowa 























| GEO. KUHNS, President 

| A text book for beginners, a review bovk for experienced men, a book that every life insurance man should 
have—Jacob A. Jackson’s ‘“‘Easy Lessons in Life Insurance.” $1.50 including Quiz Book supplement. The 

| National Underwriter, 1262 Insurance Exchange, Chicago. ¢ 














EASTERN STATES ACTIVITIES 








FINE PHILADELPHIA PROGRAM 





Notable Galaxy of Speakers to Address | 


Tri-State Congress There on 
March 20 





PHILADELPHIA, PA., March 12.— 
Some of the most prominent life insur- 
ance men in the United States are 
scheduled to address the Tri-State Life 


Insurance Congress to be held in the | 
Bellevue-Stratford hotel here March 20. | 


The New Jersey and Delaware life 
underwriters are cooperating with the 
Philadelphia men to make the congress 
the greatest ever held in the country. 

Here is the galaxy of speakers for the 
congress: John William Clegg, presi- 
dent of the National Association of Life 
Underwriters; Walton L. Crocker, presi- 
dent of the John Hancock Mutual Life; 
Thomas M. Scott, leading producer of 
the Penn Mutual Life; Oliver Thurman, 
Mutual Benefit Life: Henry Bruere, 
Edward Gray, M. Nelson Bond, Earl F. 
Colborn, William H. Harrison, Benja- 
min H. Harrison, Benjamin H. Ludlow, 
John H. Mason and James A. Whit- 
more. 

In addition to these notables in the 
insurance world, the committee is work- 
ing to secure a national figure of politi- 
cal prominence who will come from 
Washington, who will speak on some 
popular topic of the day. 





Plico Club Hears Huttinger 


The Home Office Plico Club of the 
Philadelphia Life last week heard an 
address by E. Paul Huttinger of the 
legal department of the Penn Mutual 
Life. 
the agents were present, and after the 


address of Mr. Huttinger the club 
unanimously voted him an _ honorary 
member. 


Announcement was made by Manager 
of Agencies A. M. Hopkins that March 
would be known as Founder’s Month, 
this being the birth month of the late 
founder of the company, A. J. Maloney, 
and all business received from the agency 
force in March will be dedicated to the 
honor of the founder. 





Ruling on Notes by Minors 


The attorney general of Ohio was 
asked by the insurance department to 
render an opinion as to whether a 
minor may execute valid promissory 
notes in connection with life insurance 
policies. It is held that he may not. 
It is ruled that the law must be strictly 
construed and that a minor may do 
only the things which are specifically 
mentioned that he may contract for be- 


tween the ages of 15 and 21. It is held 
| that an action at law cannot be main- 


tained against him to compel repzyment. 





life insurance. Business is being 





life insurance work in Chicago in a substantial way. 


E. H. CARMACK, Gen. Agt. 


Opportunity for Outside Men 


There are many life men who are finding it hard sledding in the rural 
districts and in localities where the people have not the money to 
written more rapidly and in larger amounts 
in Chicago at the present time than for a number of years. This is due to the 
business momentum that the city has acquired. Men are making money and 
they can pay for life insurance. We offer the training, guidance and all the 
facilities of the office. This is an excellent opportunity for men to get into 


RUSSELL S. KING, Asst. Gen. Agt. 


.. STATE MUTUAL LIFE ASSURANCE CO. 
Suite 511 Gas Building, Chicago, III. 








The company officials as well as | 








DELIVERS $325,000 ADDRES 





President O’Brien of Detroit Life Gi 
Realtors Inspirational Talk; Ges 
22 Applications 





DETROIT, MICH., March 4. 
President M. E. O’Brien of the Deir 
Life turned in 22 applications for Dok 
cies totaling $325,000 as the result ofa 
15-minute talk to the sales manage 
of the Glover Watson real estate Organ. fF 


zation at a recent weekly meeting, \f) 


O’Brien’s speech, which was not in th 
nature of a direct sales talk, but ess. 
tially from an informative and inspite 
tional standpoint, so impressed the re 
resentatives of the realty firm becany 
of his emphasis upon the close relatiq 
between real estate investments and jp. 
surance through the practice of {k 
companies in loaning millions for buik 
ing operations in various Cities, incly) 
ing Detroit, where this kind of servig 
has proved a large factor in fosteriy 
real estate development particularly dy. 
ing the past few years, that they wer 
thoroughly convinced as to the “doubie 
benefits to be derived from their pw. 
chase of life insurance. Glover Watson 
president of the organization bearing 
his name, headed the list of applicany 
by taking out a policy for $125,000. Th 
other policies were in amounts of $5, 
and $10,000. 

By a peculiar coincidence Mt 
O’Brien’s achievement represented 
direct application of the basic idea ofa 
talk which he had delivered to the hom 
office agency force only an hour pre 
vious. In his message to the under 
writers of his company he called partice 
lar attention to the fact that realtos 
and their salesmen more than any othe 
class of business men are in a position 
to see the value of life insurance from 
the fact that the loans of life insurance 
companies in Detroit and many other 
communities are virtually the largest 
single factor in promotion of building 
construction, thereby assuring the ult- 
mate success of those engaged in the 
real estate business. 





IS ENTERING MASSACHUSETTS 





Western Union Life Has Appointed 
Irwin R. Hurst As Assistant Sec- 
retary at Boston 





NEW YORK, March 12.—The Wes 
ern Union Life of Washington has 
made application for admission 
Massachusetts. Irvin R. Hurst, formerly 
state actuary for Massachusetts Savings 
Bank Life Insurance Company, has bet? 
appointed assistant secretary and wil 
devote his time to the development 0 
the new territory. Mr. Hurst born ® 
Michigan in 1889 was graduated from 
the University of Michigan in 1913, spt 
cializing in actuarial science under Prot 
J. W. Glover. While holding the pos 
tion of state actuary Mr. Hurst devoted 
a considerable part of his time to the 
organization of mutual benefit assoc 
tions in factories for the payment 
sick and death benefit. 





Rules for A. I. U. on Building 


Attorney General Crabbe of Ohio has 
submitted to Superintendent Conn # 
opinion that the state would not be 
justified in commencing an action ® 
quo warranto to prevent the Americal 
Insurance Union from going ahead w# 
the erection of a new office building ® 
Columbus. The company now has um 
construction a 34-story office building 
to cost several million dollars. . 
question raised was whether it was © 
ceeding its powers in the acquiring ‘he 
holding of certain real estate ant 
epestion of a home office bu 
thereon. 

The case has attracted a great deal 
attention. Many witnesses were 
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LIFE INSURANCE EDITION 








MM 
ing wit 
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the attorney general, who had sit- | charge of insurance matters, and Asso- 
ith him at the hearings former 1€} 
 S. Younger, special counsel in | and H. H. Griswold. 


ciate Attorneys General W. E. Benoy 








IN THE MISSISSIPPI VALLEY 














XUHNS GAVE TALK ON IOWA 


—_———_- 


President of the Bankers Life of Iowa 
Made Radio Address on His 
Great State 


As a fitting prelude to the broadcast- 
ing, on March 4, of the inauguration of 
President Calvin Coolidge by Station 
THO of the Bankers Life at Des 
oines, a short address on “Iowa” was 
iven from the station by George 
<uhns, president of the company. 

Utilizing interesting, colorful com- 
parisons, Mr. Kuhns in his address pre- 
eding the Washington ceremonies, told 
pf the vast importance of Iowa as an 
gricultural and industrial state, of the 
ofty pinnacle upon which Iowa stands 
among all the states and of the tre- 
mendous contribution of Iowa to the 
gricultural, business, industrial and 
manufacturing life of the nation. 

His message aimed not only at “sell- 
ng” Iowa to Iowans, but also to con- 
ey some idea of the importance of the 
tate to those residing else-where, who 
hanced to be listening in on the radio 
program broadcast by the Bankers Life 
station. 
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, Can't Devise Estate Insurance 


S. B. 136, designated as a cure for 
an old situation, was killed in the house 
of the North Dakota legislature. Under 
an old North Dakota law, it was sup- 
posed that ample provision had been 
made permitting a person to divide by 
will insurance money of which his estate 
is the beneficiary. About six months 
ago the state supreme court held that 
the law was not broad enough to cover 
such insurance money, and required that 
when a person designates his estate as 
beneficiary, such money must be divided 
among his heirs by the law of descent. 
S. B. 136 would have permitted a policy- 
holder who makes his estate his bene- 
ficiary to also indicate by will in what 
manner such money should be divided. 
This would have permitted of division 
being determined just prior to death, 
whereas no change in a beneficiary in a 
policy can be made in short of 30 to 60 
ays. 





Insurance to Complete Building 


Lacking $200,000 needed to complete 
its new building, the Columbus Club of 
Green Bay, Wis., has called in life in- 
surance men to assist it. A plan where- 
by long-term loans will be made by in- 
vestors who will be insured by Frank- 
lin Life has been devised. The club 
pays the annual dividend on the inves- 
tor's insurance and in addition, 5 per- 
cent semi-annually on the loan. On the 
death of the investor, the life insurance 
company pays the amount of the loan to 
the investor’s heirs. 





Nebraska Insurance Legislation 
The bill permitting life companies in 





CHANGE IN FORFEITURE LAW 


Kansas Statute Amended So Forfeiture 
Period Runs Concurrently With 
Days of Grace 


TOPEKA, KAN., March 12.—The 
Kansas legislature has gone home and 
everybody hopes it has not done any- 
thing particularly damaging to anyone, 
particularly to the insurance business. 

The one bill actually passed which is 
of real value to insurance is an amend- 
ment to the Kansas forfeiture law. 
Under the old law a company had to 
wait until grace period had expired be- 
fore it could send out a notice of inten- 
tion to forfeit unless the premium were 
paid within another 30 days, thus allow- 
ing 60 days for a policyholder to pay 
the premium. Under the new law the 
notice of intention to forfeit may be sent 
out the day the premium becomes due, 
thus making the grace period and the 
forfeiture period run concurrently and 
cutting out 30 days in which the premi- 
ums might be paid. The law also de- 
clares that all policies on which the 
premium has not been paid for six 
months are declared forfeited forever 
and cannot be enforced. 


TWO IMPORTANT MEETINGS 








Chicago Agents Will Have Opportunity 
to Hear Good Speakers March 20 
and March 26 





Two meetings of importance to all 
Chicago life insurance men have been 
announced for the latter part of March. 
On March 20, Charles J. Rockwell of 
Pittsburgh, director of the School of 
Life Insurance Salesmanship of the 
University of Pittsburgh, will address 
life insurance men of Chicago on the 
subject of “How to Close a Life Insur- 
ancee Sale.” W. W. Williamson, man- 
ager of the Phoenix Mutual Life who is 
president of the Chicago Life Under- 
writers Association, will address the 
association March 26 on subject of “Put- 
ting Your Merchandise Across.” 

These two announcements are made 
by C. H. Van Kirk, chairman of the 
Chicago committee for better life insur- 
ance salesmanship. 

The first of these two meetings has 
been promoted independently of the 
Life Underwriters Association by the 
Chicago committee for better life insur- 
ance salesmanship. The meeting will be 
held at the Hotel LaSalle. Both meet- 
ings are scheduled for 12:15 at noon. 


Only One Bill Passed 


There was little legislation in South 
Dakota this year involving insurance. 
The uniform bill relative to incontesta- 
bility in life policies has been enacted. 


Bokum & Dingle Dinner 
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PUBLIC LIFE 
INSURANCE 
COMPANY 


An Illinois Company 
Capital $500,000 


Brokers’ Business Solicited 


Any amount up to $100,000.00 


No Color Line. Same Rates for All 
Male and Female 


Standard and Substandard Business Accepted 
Service You Can Depend Upon 


Agency Office—108 S. La Salle St. 
Chicago, IIl. 








INCORPORATED 187! 


LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 

Issues the most al of ORDINARY Policies 
$1,000.00 to $50,000.00 

with premiums payable annually, semi-annually or ‘quarterly 


and . 
INDUSTRIAL Policies from $1250 to $1,000.00 
with premiums able w 
CONDITION ON DECEMBER Si, 1924 





cee cccccccescecccceceeseseesocesoosseseesesossosooess 41,521,283.17 
(EE pects ecenieaten 34, 164.159.74 
Capital and Surplus 357, 3 
Incarance in Force. ..... oc ene cccedheaececeecooocece «++ 273,540,675.00 
Paymenta to wp oe aoage socgosoosse ss eocccccccocoeocces gos Feu eia ie 
Total Payments to Policyholders ce PANIZALION . . «oe eee sesseee ‘ 215. 
. JOHN G. WALKER, ‘President. 
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agents of the Massachusetts Mutual 
Life, gave the annual dinner to their 
agency force last week. Norris Bokum 
presided at the banquet. The guests of 
honor were Vice-President Henry Loeb, 
Superintendent of Agents J. C. Behan, 
Actuary C. H. Angell, and Dr. Morton 
Snow, medical director, from the home 
office; C. O. Fischer, general agent at 
Peoria, and J. W. Yates, general agent 
at Detroit. Members of the agency 
force gave the play “The Heart of the 
Estate.” Those who participated were 
George H. Bacon, Mabelle Loenlock, 
Edwin J. Hart and two children, one 
Dorothy Hunt, daughter of Leon Hunt, 
of the agency, and Edward Skillen, the 
son of Mrs. Percy Skillen of the agency, 
Bokum & Dingle lead all the general 





We Say It Again/ 


From time to time in the last few years the following has 
been the wording of PENN MUTUAL advertisements in life 
insurance journals: 

“A PENN MUTUAL premium, less a PENN MUTUAL divi- 
dend, with PENN MUTUAL values, makes an insurance propo- 
sition which, in the sum of all its benefits, is unsurpassed.” 

Never more true than to-day!—with new and better Policy 
forms, increasing Dividends, new and constantly improving Serv- 
ice to Policyholders, Beneficiaries, and Agents. 

There’s steady forward motion in the PENN MUTUAL 
organization. We warmly welcome men and women of ideals, 
industry, character. 


The Penn Mutual 


Life Insurance Company 
Philadelphia, Pa. 


Organized 1847 
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SPECIALISTS GATHER THE INFOR- 
MATION THAT APPEARS IN THE 
NATIONAL UNDERWRITER. 
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and were second in January, New York 
City edging them out by a small mar- 
gin. 


Start “Grand March” 


Thirty-five days, starting with March 
1, have been designated as the “Grand 
March,” by the Albert E. Mielenz agency, 
tepresenting the Aetna Life in Wiscon- 
sin and upper Michigan, in honor of its 
opening the 35th successive year of Man- 
ager Mielenz’ connection with the Aetna 
company. During the period the acci- 
dent and health department of the agency 
promises to produce $35,000 in premiums 
and the life department will produce an 
average of $35,000 for each agent. 


E. E. Lyons’ New Connection 


E. E. Lyon, who recently resigned as 
actuary of the Central Life of Fort 
Scott, Kan., has gone with the Kansas 
City Life in its actuarial department. 
Mr. Lyon was for several years with the 
Central Life and in his connection there 





was one of the important factors in 
shaping the underwriting policy of the 
company. 


Would Create Sinking Fund 


Under a bill introduced in the Texas 
Senate by Senators Russek and Ward 
mutual life insurance companies of 
Texas would be permitted to use as 
much as 50 per cent of their profits 
from mortality savings and the profits 
from reserves released on lapsed and 
surrendered policies to create a sinking 
fund for the repayment of loans and 
interest advanced for the purpose of 
promoting and conserving the business 
advanced for the purpose of promoting 
and conserving the business of the com- 
pany. The bill would give the same 
privilege in such matter to domestic 
companies as new enjoyed by foreign 
mutual life companies doing business in 
Texas. 





“How Much Is it Worth 
To be Certain of Success? 


Rather than follow the path of 
least resistance, why not take 
the trouble to make absolutely 
sure that the policy you are of- 
fering your prospect is really 
“second to none”? 


In our contract life and accident 

insurance ‘are “‘united’”’ in one 

policy. Worth consideration. 
Worth investigation. 


Especially attractive agency oppor- 
tunities in Ohio at the present time. 


UNITED LIFE 


and Accident Insurance Company 
Home Office: - Concord, N. H. 
Inquiries to EUGENE E. REED, Vice President 








The UNITED Policy 


$5,000 
Any Natural Death 





$10,000 
Any Accidental Death 


_ 315,000 | 
Specified Accidental 
Deaths 





$50 WEEKLY 
Accident Benefits 





Waiver of Premium 


Also Total and 
Permanent Disability 
Income 











Eleven million people within two 
hundred and fifty miles of our Home 
Office— plenty of opportunity for a 
good man. 


We still have a few good openings. 


Direct General Agency Contract—lib- 
eral commissions—but we are ‘“‘hard- 


epee 4 boiled” on advances. 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 
S. M. CROSS, President 
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IN THE SOUTH AND SOUTHWEST 








TEXAS AGENTS IN CONVENTION 


Lincoln National Life Men Meet Offi- 
cials From the Home Office and 
Discuss Problems 


Service ideals of life insurance were | 


lauded by the Rev. S. H. C. Burgin, 


pastor of the Laurel Heights Methodist | 


Church, San Antonio, and Dave Wood- 
ward of San Antonio, speakers at the 
banquet March 3, which featured the 
three day sectional meeting for Texas 
agents of the Lincoln National Life. 

Vice-President and Manager of Agen- 
cies Walter T. Shepard presided over 
the sessions and acted as toastmaster 
for the banquet. The Texas organization 
led all salesmen of the Lincoln National 
Life for 1924, 

O. D. Douglas, Texas state manager, 
called for the hiehest ambition of his 
salesmen in pointing out the work of 
the life insurance man in cultivating the 
thrift plan and in protecting homes and 
business. The dignity of the profession 
and tangible examples of life insurance 
service as viewed by the laymen were 
pointed out by Rev. Burgin and Mr. 
Woodward. 

Seven members of the Texas agency 
received minute men emblems, given to 
agents who write and deliver and pay 
for $100,000 business in the last four 
months of the year; J. P. Woodruff, 
Dallas, J. S. Touchstone, Dallas, O. D. 
Douglas, San Antonio; L. R. Lay, El 
Paso; D. E. Peavy, Beaumont; C. B. 
Rittenberry, Amarillo,. and V. Nesbit, 
San Marcos. 

The first day of the meeting was 
given over to the home office officials 
for pointing out the work of the various 
home office departments. Addresses were 
made by Dr. W. E. Thornton, medical 
director; J. J. Klingenberger, auditor, 
and V. J. Harrold, assistant superin- 
tendent of agencies. 

Speakers for the second day discussed 
selling problems. 

There was a divisional meeting for 
general and district agents. 


BUSINESS IS NOW IMPROVED 


Conditions for Life Insurance Are 
Brighter in the Louisville and 
* Kentucky Territory 


LOUISVILLE, KY., March 12.— 
Life insurance men report that while 
business has been a trifle slow it is be- 
ginning to look a shade better and that 
the general outlook is somewhat better 
than it was at the turn of the year. 
Louisville is prosperous, and building 
operations are very active, and bank 
clearings well up. Labor is well em- 
ployed, and commercial and industrial 
houses appear to be busy. Louisville 
is gaining in population, and showing a 
steady and firm growth which is prom- 
ising a‘ better future. Of course auto- 
mobiles, golf, high priced liquors, etc., 
all have their effect in running up living 
costs for the average citizen, and it is 
no easy matter to sell him the insurance 
idea, in spite of the fact that these very 
luxuries are increasing the danger of 
short life. 

Solicitors who are really working are 
showing very fair results as a whole, 
but it means steady and hard driving to 
make much headway. 


Report Chapman Forming Company 

It is reported in financial and insur- 
ance circles in Dallas and north Texas 
that J. L. Chapman, formerly banking 
and insurance commissioner, and later 
banking commissioner is, with several 
other financiers and insurance men, 
organizing a.new life insurance com- 
panv whose home offices will be located 
at Dallas. It was reported the capital 
stock of the new company would be 
$500,000. 


|GOOD WORK AT MEMPHy 


| Life Agency Managers Association Ha 
Taken Progressive Step for Better. 
ment of the Business 


MEMPHIS, TENN., Mar. 11.—T, 
Life Agency Managers’ Association ,j 


| practices that has been indorsed by ty 
| insurance commissioner. 


eral agency or branch office to anothe 
| leaving behind him a debit balance cy. 
| ated either by advances or past due net 

The resolution suggested that when 
agent seeks a new connection, th 
agency manager or general agent tj 
whom he applies should determine j 
there is such a deficit and notify th 
creditor agency that the agent wishes, 
transfer. The association agreed thy 
no member should engage in the trans. 
ferring of an agent until satisfactory 
financial arrangements were made, anf 
that its decision applied to insurang 
salesmen as well as agents. 

The insurance commissioner promised 
that he would not re-license an agent 
until debits left behind him were take 
care of. 


Plans Educational Campaign 


_ The Life Agency Managers’ Associx 
tion of Memphis has enrolled all by 
two eligible firms in Memphis in it 
ranks, and now is planning an educw 
tional advertising campaign along the 
lines of “Why I Should Carry Life In. 
surance,” and “Why I Can Afford Life 
Insurance.” It is planned to raise $2,500, 
and allotments already are being mate 
The campaign will last 10 or 12 weeks, 
with advertisements in all three loca 
papers. 


Oklahoma’s Big Increase 


The 1924 volume of life insurance 
written in Oklahoma exceeds that of 
1923 by 28 per cent, the report of F. E 
Young, assistant insurance commis. 
sioner, reveals. In Oklahoma there art 
8,769 agents writing this class of pro- 
tection. January, 1925, has made a 
proportionate gain over the same month 
of 1924, showing an increase of 25 per 
cent. Last year the total volume o 
life insurance sold in the state was 
$193,000,000. Only three other states 
show larger increases in 1924 than 
Oklahoma. They are Arkansas, Ne 
vada and Delaware. 


Warring on Part-timers 


LOUISVILLE, KY., Mar. 10.—Shel 
ton M. Saufley, insurance commissionet 
of Kentucky, is waging a fight on patt- 
timers. Time for renewal of insurance 
agents’ state licenses has been extended 
to March 15. Mr. Saufley stating that 
there were between 50 and 100 com 
plaints to be handled before determining 
if applicants were entitled to licenses. 
Complaints filed allege that many 
those applying for licenses are writing 
policies only on property under ther 
control and do not operate as bona fd 
insurance agents, and make no solicit- 
ing effort on business other than which 
they control, either as agents or trustees. 
Mr. Saufley has refused to issue licenses 
to some of the part-timers, and some 
suits have been filed at Frankfort, which 
have been pending for some time pas 


New Utah Commissioner 


John G. McQuarrie, assistant ma” 
ager at Salt Lake City for the Kamns# 
City Life, Rocky Mountain Agency, has 
been selected by Governor Dern of Utah 
as insurance commissioner, succeeding 
John W. Walker, who resigned the first 
of the month. Mr. McQuarrie is ¥° 
known and highly respected in the '* 
surance field, and is known as a “lié 





wire.” 
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ONTANA LIFE APPOINTMENTS | 


Agency Supervisor for the Pacific- 
Northwest States Territory 





L. C. Snyder, formerly general agent | 
of the Montana Life at Yakima, Wash., | 
has been appointed agency supervisor | 
for the Pacific-Northwest territory of | 
Washington, Oregon and Idaho. For | 
the present Mr. Snyder will continue to | 
reside at Yakima, but later in the year | 
headquarters will be removed to the 
company’s office at Spokane, now oc- 
cupied by the O. P. Pring general agen- | 
cy, which will be enlarged to take care 
of the agency supervisor's office. 

E. W. Maloney, recently appointed | 
general agent at Wenatchee, has been | 
transferred to Yakima to succeed Mr. | 
Snyder as general agent for Yakima, | 
Benton, Klickitat and Kittitas counties. 

A. J. Cook, who was with the Metro- 
politan in Los Angeles, has been ap- 
pointed general agent at Santa Barbara. 
Durine a long experience as a life agent, 
Mr. Cook has established a record as a 
personal producer of considerable vol- 
ume, 





Russell Los Angeles Speaker 


During his recent visit to Los 
Angeles, Winslow Russell, vice-presi- 
dent of the Phoenix Mutual Life, was 
the guest of honor and principal speaker 
at a luncheon-meeting of the Rotary 
Club. He spoke on “Reading Between 
the Lines,” and directed attention to 
the fact that what gets into the news- 
papers is only the unusual. In connec- 
tion with this he said: “For every | 
crook whose exploits are published in 
headlines there are millions of decent | 
people never mentioned. The perform- 


| than worse, is the opinion of Mr. 
| sell, notwithstanding the hue and cry 


ances of the fellow who goes along at- 
tending to his business, paying his bills 


| in California for a like period of time 2 


and obeying the laws are usual and do | 


not make news.” — 
That the world is really getting better 
i Rus- 


to the effect that the planet is rapidly 
going to the dogs. “The mass of man- 
kind,” he said, “is made up of fairly 
good people. I have had occasion, as 
an insurance executive, to make a good 
many tests and have at times been 
greatly surprised at the sterling human 
traits often found under the most unex- 
pected circumstances.” 





No Settlement Is Made 


| years. 


The libel and damage suits brought | 


by the Mountain States Life against M. 
G, Hodnette of Denver, general agent of 
the Union Central Life, and other gen- 


eral agents, which were withdrawn re-| chire on a policy issued Feb. 21, 1921. 


cently, caused considerable commotion 
at the time of their filing. The case 
had been set for argument Feb. 20. The 
attorney for the Mountain States Life 


drew up the papers dismissing the case | 


without any settlement from the defend- 
ants. Some of the defendants had a 
year or so ago agreed to a stipulation 
that on payment of $1 each and signing 
a statement in the nature of an apology 
the suit would be dismissed. Mr. Hod- 
nette refused to admit that he had 


libeled anyone and declined to sign any | 


such stipulation. 





State May Enter Life Business 
If Senate Bill 45, known as the old 


age pension bill, which was introduced | 


in the California legislature by Senator | 


Murphy of San Francisco, becomes a 


law, it looks very much as though the | 


state will eventually be in the life insur- 
ance business. 


The bill, which has come | 









history, December, 1924, holding the 
record. Mr. Samuel attributes the in- 
crease in business to general improve- 
ment in conditions throughout the 
Pacific Northwest. 


out of the committee with a “do pass” 
recommendation, provides for a pension 
to all persons reaching the age of 70 
who have been citizens of the United 
States for 15 years and who have resided 
and who have no means of support. 
The bill provides for the establishment 
of a commission with authority to hire 
salaried employes. County boards are 
also created and $25,000 is provided to 
carry on the work for the next two 
The passage of this bill would 
no doubt ultimately result in the state 
establishing a life insurance fund to take 
care of its provision. 


Have New Application Forms 


Three new application blanks to be 
filled in by those desiring to sell insur- 
ance in Utah have been gotten out by 
the state insurance department. Thé 
fire and. life blanks are very similar, 
that’ for surety and casualty agents 
differing slightly. The forms for fire 
and life offer a check on qualification 
by the questions, the casualty being 4 
| skeleton application blank. 





Different Rule for Fraternal 


The ruling of Colorado laws concern- 
ing misrepresentation of age in applying | 
for old line insurance does not hold 
good in the case of fraternal insurance, | 
according to a recent ruling of the 
supreme court of the state. Julia A. 
Wiltshire, losing her district court suit 
in Boulder county against the Modern 
Woodmen of America, appealed. She 
asked $1,000 as widow of A. A. Wilt- 


Will Meet at Coronado Beach 


The annual meeting of El Capitan 
Producer’s Club of California State Life 
will be held at Coronado Beach, Cal., 
July 6-10. Membership in the Club re- 
quires $125,000 of paid for new business 
submitted during the club year ending 
March 31. 





Wiltshire died May 6, 1922. Plaintiff ial 
admitted he was born Feb. 9, 1876, Officials on the Coast 


although policy application represented | Vice-Presidents Robert D. Lay and 
date of birth as Sept. 2, 1876. The age | Walter E. Webb of the National Life 


limit for benefit membership in the U. S. A. left Saturday for a four or five 
M. W. A. is 45 years. On old line in- | weeks’ trip through the mountain field 
surance the court held plaintiff would | and Pacific coast. They will visit a 

number of agencies and will hold 


be entitled to collect, as premium paid 
would have purchased at the rate for  ceslonat meetings at agency headquar- 
true age of deceased. In a fraternal, | ters. 
misrepresentation of age to avoid the | 
specified age limitation, voided the | = , 
entire policy and lower court judgment | Increase Utah Commissioner's Pay 

therefore was affirmed. | Governor Dern of Utah has signed the 
| bill increasing the salary of the insur- 
|} ance commissioner to $3,250 a year. The 
|salary heretofore has been only $2,500. 
The bill was fathered by Senator Le Roy 
Dixon, a Provo insurance and real estate 
man, who made an effort to increase the 
remuneration to $3,600. This figure was 
° ne ; ; opposed on the ground of economy. 
ing to C. S. Samuel, vice-president and | Others protested that if the office was 
general manager. February was the | not worth $3,600 a year it was not worth 
second largest month in the company’s | maintaining and should be abolished, 








Oregon Life’s Gain 


New business of the Oregon Life | 
showed a gain of 40 per cent for Janu- 
ary and February this year against the 
corresponding months of 1924, accord- 








Assets - . 


BANKERS LIFE INSURANCE COMPANY 
OF NEBRASKA 


Home Office: Lincoln, Nebraska 


$24,700,000.00 
TWENTY PAYMENT LIFE POLICY 





Lincoln, Nebraska. 


1 Gentlemen: 


prospect. 


Fowler, Kansas, February 7, 1925. 
Bankers Life Insurance Company, 


Yours very truly, 
G. R. RATHBUN. 


Twenty years ago I took out a $2,000.00 policy in your Company 
today, your general agent, J. H. Lee, has handed me your draft for $3,067.26 
which is the full cash surrender value on the policy 18294. 


I wish to thank you for this fine settlement. I am 74 years old now and 
can enjoy spending my own life insurance and I can certainly recommend the 
Old Line Bankers Life Insurance Company to any and every life insurance 


DEFERRED DIVIDEND 
TWENTY YEAR SETTLEMENT 
Matured in the 
OLD LINE BANKERS LIFE INSURANCE 
COMPANY 


and of Lincoln, Nebraska 





Name of insured........ ..Geo. R. Rathbun 
Residence.......'...........-Fowler, Kans. 


Amount of policy................ $2,000.00 
Total premiums paid... .. 2,464.00 


SETTLEMENT 


Total cash paid Mr. Rathbun $3,067.26 and 
20 years insurance for nothing 











If interested consult one of our agents or write 
Old Line Bankers Life Insurance Co. of Nebraska, 14th and N Streets, Lincoln, Nebr. 
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New Policies 


New and appealing line of 
policies being written. 
Rates exceptionally attrac- 

tive. 


Unusual contracts to 
agents. 


Several. splendid agencies 
open in Iowa. 


Write for information. 
LaMonte Cowles, President 


NATIONAL 


AMERICAN 
LIFE INSURANCE COMPANY 
Burlington, lowa 
































MORE THAN 50% 


of the business written by some of our larger 
agencies is a direct result of the Fidelity lead 


service. Our agents interview int - 


— 7 who have written the 
ior information. 

Fidelity is a low-net-cost company operat- 
ing in 40 states. Full level net premium re 
serve basis. Over Quarter of a Billion in 
force. Faithfully serving insurers since 1878. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 
A few agency openings for the right men 














MR. AGENT! 


Do you care for QUALITY, not 
SIZE? Age, Sound Experience, 
Low Cost, a Splendid Record for 
70 years? 


Then why not take a General 
¢ Agency in its HOME STATE for 


THE ST. LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDERS 
ST.\CK! WRITE THE HOME OFFICE 











a week is the cost of The 
Sc National Underwriter by 
annual subscription. 


























SPECULATE ON DEVELOPMENT 


Health Underwriters Surprised at En- 
trance of Life Companies Into Non- 
Medical Field 


The development of the non-medical 
life insurance is exciting some comment 
on the part of accident and health un- 
derwriters. It seems remarkable to 
séme of them that just when many of 
the leaders in the health and accident 
underwriting field have come to the con- 
clusion that health insurance underwrit- 
ing would be much more satisfactory if 
examination were required before a risk 
were accepted that the life insurance 
companies should be throwing this safe- 
guard aside on small policies and plung- 
ing in to the non-medical field. 

The non-cancellable health and acci- 
dent policy is of course written only 
with examination and some companies 
have advocated that all health insurance 
be written only after a doctor has seen 
the applicant. Probably the use of the 
non-medical plan in life insurance will 
react against this tendency in the health 
and accident field. 

On the other hand, the life companies 
are going into the inspection end of it 
very strongly where non-medical is be- 
ing written. Many health and accident 
underwriters have declared that a good 
inspection is worth much more than a 
physical examination. Perhaps the suc- 
cess of the life companies with non-med- 





ical insurance, will bring out strongly | 


the value of inspections to such an ex- 
tent that the health and accident under- 
writers will turn their attention to the 
inspection of risks and adopt a strin- 
gent policy along that line. 


Report on London Accidents 


Reports from London, Eng., show that 
there were 845 fatal accidents on the 
streets last year, 178 over the previous 
year. Altogether there were 82,976 acci- 
dents, property and personal, on the 
streets. Private automobiles killed 211 
people and commercial 264. Busses caused 
154 deaths; street cars, 27; motorcycles, 
66; push bicycles, 42; horse drawn ve- 
hicles, 55; taxicabs, 26. Private automo- 
biles were involved in 22,892 accidents of 
various kinds. 


New Company Is Launched 


DENVER, COLO., Mar. 10—A new 
health and accident company has been 
organized here, the American Mutual 
having been incorporated to write dis- 
ability insurance at the outset and later 
adding life policies to its line. The com- 
pany will confine its operations to Colo- 
rado for the present, later branching out 
in the surrounding states. Agencies have 
been opened in Colorado Springs, Love- 
land and Sterling. The license has not 
yet been issued, as the law requires 200 
paid applications before the commis- 
sioner can issue it. The officials of the 





company, however, expect to fulfill all 
requirements within a few days. 

The president of the new company is 
J. L. McDonald, a practicing dentist in 
Denver. G. E. Senter, a restaurant and 
bakery man, is vice-president. The gen- 
eral counsel is Bert Martin, a Denver 
attorney of considerable local reputation. 
V. E. Sells, a physician connected with 
the United States Veterans’ Bureau, will 
be medical director. L. R. Lewis, secre- 
tary-treasurer, is former secretary of 
the manufacturers’ bureau of the Denver 
Chamber of Commerce. 


Held on Accident Policy 


LINCOLN, NEB., March 10.—The state 
supreme court has entered judgment for 
$5,000 against the National Accident of 
Lincoln on a policy issued to Eugene H. 
Smith, a former banker at Page. The 
company contested the pclicy on the 
ground that it was either a case of suicide 
or the recurrence of an old heart trouble 
brought on by worry and dread of ex- 
posure of the condition of his bank, 
which never reopened after his death. 
The court said that there was no testi- 
mony to show despondency, and that the 
circumstances fully justified the theory 
of accident. In a pasture there was a 
half barrel nearly full of water, located 
within a few feet of the fence. When 
Smith was found his body was bent over 
the edge of the half barrel and his head 
beneath the surface of the water. The 
theory accepted by the court was that in 
getting down off the fence Smith's foot 
slipped in the mud throwing him against 
the barrel, which he struck with his 
forehead. The blow rendered him uncon- 
scious and his head fell into the 
where he was drowned 
It said that this could not possibly be 
suicide. 





water | 
or suffocated. 


A swelling on the forehead is | 


deemed conclusive that it was not a case | 


of heart failure as the stoppage of the 
circulation would have kept the 
away from the bruise. 


Fingard Léaves Merchants Casualty 
L. M. Fingard, 


blood 


manager of the Mer- | 


chants Casualty of Waterloo, Ont., has re- | 


signed to take up other work. Mr. Fin- 


gard has been manager of the company | 


since its organization up to the present 
time. The company is now one of the 
foremost Canadian companies of its 
class and is the only Canadian member 
of the Health & Accident Underwriters 
Conference and Mr. Fingard has taken a 
deep interest in the activities of that 
organization. The excellent organization 
of the company throughout the Domin- 
ion is evidence of the character and abil- 
ity which Mr. Fingard has put into the 
work. 


Mr. Fingard carries with him the best 


directors for his success 
in his new field of 


wishes of the 
and prosperity 
tivity. 


New Texas Mutual 


Organization of the National Health & 
Accident Company under the mutual as- 
sessment accident law of Texas has been 
announced. The company is without 
capital stock and has its home office in 
Dallas. Those active in its affairs are 
Al Marker, Abe Rosenberg, E. Rubinsky 
and H. Goodman. 











CHANGES IN DISABILITY POLICIES 


Brief Review of News About Policies, Riders and Rates, Which Are Given 
in Full in the Policy Analysis Section of the A & H Monthly Bulletins, 
Published by The National Underwriter 

















U. S&S. FIDELITY & GUARANTY 


The United States Fidelity & Guaranty 
announces the withdrawal from sale of 
its “Progressive Accident Policy” and 
the issuance of two new accident poli- 
cies, the “Pilot Income Accident Policy” 
and the “Physicians’ and Dentists’ In- 
come Accident Policy.” Both of the 
latter policies are now on the market. 
The feature of the “Physicians’ and 
Dentists’ Policy” is the double benefit 
clause which provides that the principal 
sum, weekly and elective indemnities 
will be doubled if injury is sustained 
while operating, riding in or working on 
a private passenger automobile or from 
septic infection which is the result of 





external inoculation through accidental 
contacts with septic matter. In both 
policies, one-half weekly indemnity is 
paid for partial disability for not exceed- 
ing 52 weeks. The “Pilot” carries pro- 
visions for surgical operations, surgeon’s 
fees, hospital indemnity and nurse’s fees. 
These are not included in the “Physi- 
cians’ and Dentists’” policy. <A special 
feature of the latter policy is the increase 
of the weekly indemnity 10 percent each 
year until the increase is 50 percent of 
original amount. 
* * 
CENTRAL WEST CASUALTY 

The Central West Casualty of Detroit 

has added a provision for nursing in- 


ac- 





———— 


demnity to its “Superior” accident a 
disability policies and also to its “Incoy 
Protection” accident policy. An inte, 
esting point about this new hospital ay 
nursing indemnity provision is the fy 
that making claim for nurses’ fees dg 
not bar recovery for hospital indempjy 
and vice versa, though both will not}, 
paid concurrently. One hundred perc 
weekly indemnity for not exceeding » 
consecutive weeks for either or bo4 
combined are the terms. 


Carter Visits Home Office 


Wm. H. Carter, general agent at I, 
Angeles of the Central Life of low 
left on an extended trip to the hom) 
office Thursday. While he is away thf 
agency will be in charge of Sam ¢ 
Mitchell, who was recently _promoty 
from branch manager at Hollywood » 
field supervisor of the southern Calify. 


nia agency. 





& DISABILITY 
LINCOLN, NEBRASKA 


M. D.HATCH 


PRESIDENT 
Liberal Agency Contracts 











ACTUARIES 








ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 


160 N. La Salle St. 
Telephon State 7298 


CHICAGO, ILL. an 





— 





A. GLOVER & CO. 








H. NITCHIE 
« ACTUARY ee 
1523 Association Bidg. 19 S. 
Telephone State 4992 . . CHICAGO 


I 


ARRY C. MARVIN 
CONSULTING ACTUARY 








2105 North Meridian St. 
INDIANAPOLIS, INDIANA 
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OHNC. HIGDON 
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New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 


Literature, 
t” and “Little Gem,” Published Annually in May and April respectively. 
CE, $3.50 and $2.00 respectively. 


NEWS ABOUT LIFE POLICIES 








Rate Books, etc. Supplementing the “Unique Manual- 
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In 1908 
drew the fir 


attaching a 


pany during 
the wisdom 


cash values 


The new 


cessors. 


The first page has been made an effec- 


tive contract 
features tha 


insurance contract, if continued in force 


to maturity. 
ponents, 
are referred 
that are in 


are plainly set forth, so that there are 


no further restrictions to be found in . 

any of the other pages. At the current interest rate of 5 per- 
One additional privilege that will | cent, this will result in the payment of 
Prove important in some cases is the | interest at the rate of $100 monthly on 
granting of a loan value at the end of |a principal sum of $24,000 left on de- 


the second 
year. 
for the purp 
pay the 


the same foo 
loan, being f 


_ It is definitely guaranteed that, if the 
msured reserves the right to change the 
beneficiary, he may make any change in 
or disposition 
Wishes, without the consent of the bene- 


ficiary. 


A fifth settlement option for the pay- 


Ment of the 
Under it any 
be paid at an 


the final instalment being for the balance 


only, with in 


The war clause has been eliminated. 


Agreement 
The 


of every 
that in case 


ance is in force from 
*xecution of the ion Of tae eget. 


cation is approved b 
8: ed by the company. The 
agreement contains : 


farding occu 
covered in o 


ne of the questions in el oe . P ¢ an Sena _ 2 
applicatio year in amount of new insurance, its 
quire that 2 pee et Sere ant Do- | figure _being $7,359,527. Ohio came 
me the insured is in good health, pro- | "¢Xt with $7,304,170. Illinois was third 

a the Premium has been prepaid. | with $5,468,924. Massachusetts came 
feature me bllity and double indemnity | next with $5,018,199. In its home state, 
are covered by supplemental | Vermont, the new business amounted 


agreements. 


POLICY FORM NOW REVISED 


New England Mutual Life Announces 
the Recent Important Changes 
Made in Its Contract 


The New England Mutual Life an-| In the new edition of policy forms of 
ounces the publication of new policy| the Guardian Life dated Feb. 1, the 
ontracts, effective March 1. optional methods of settlement have 


Among these features there are at 
east two of exceptional interest: First, 
he complete efimination of all forms of 


surrender charge 
policy values; and second, the consistent 


very part of the contract to which it 
an be applied. 
Put in Guaranteed Values 


the history of life insurance, with guar- 
anteed values of the full legal reserve. 
The company felt that whatever justi- 
fication there had been in the past for 


render a policy, that day had entirely 
gone by—so far as it was concerned. 
And it acted accordingly. 
of the surrender charge was a bold step | 
forward in life insurance administration. | 
Nevertheless, the experience of the com- 


yond dispute. S| : 
no stampede to sell out policies as thei 


lapse and surrender rates are low. 


expresses this fundamental conception 
more effectively than any of its prede- 
Neither the principle nor its 
application is changed. 

Effective Part on First Page 


non-forfeiture 


But this loan can be made only 


third premium. 
year premium-loan, therefore, is not on 


me omens paragraph of the new 
~- ation and the new conditional bina- 

& receipt, which is printed at the foot 
application, definitely provide 








Guardian Life of New York Announces 
Some Revisions in Its New Policy 
Edition 








been made more comprehensive. 

In the first place a new option has 
been inserted as Option C, according 
to which the proceeds of the policy 
may be made payable in equal monthly 
instalments of any fixed amount, this 
instalment continuing to be paid until 
the principal and interest are exhausted. 
This option is of value particularly in 
the case of policies for the smaller 
amounts. Thus where a fixed monthly 
income of an even amount monthly is 
desired, in the case of a $2,500 policy, it 
could be made payable in instalments of 
$100 monthly over a period of slightly 
more than two years, so tiding a bene- 
ficiary over the period immediately suc- 
ceeding the death of the insured when 
a fixed monthly income is particularly 
| valuable. 


in connection with 


the benefit of mutuality to 





the New England Mutual 
st policy in America, or in 


penalty to the right to sur- 


The removal 
Instalment Option Extended 


In addition to this, Option E under 
the new policy has been extended so 
that the proceeds of the policy may be 
| payable in continuous instalments with 
|}a guaranteed period of 10 to 15 or 20 
years, in place of 20 years only as here- 
tofore. This means that if in place of 
the comparatively long 20 year certain 
period with a smaller monthly instal- 
ment, a larger instalment with a shorter 
guaranteed period is desired, it may be 
obtained under the provisions of the 
new policy. 

Finally, although it is not so stated 
in the settlement provisions, the com- 
pany has approved the payment of in- 
terest instalments of both the guaran- 
teed and the contingent interest in 
monthly instalments equal to 1/12 of the 
total interest declared for the year, the 
first of such instalments to be payable 
one month after approval of the claim. 


the past 17 years has put 
of this act of liberality be- 
Not only has there been 


became available, but the 


policy contract simply re- 


in itself. It includes all the 
t enter into a modern life 


The two all-important com- 
and maturity, 
to directly. All the items 
any limitations of benefits 


year, instead of the third | posit with the company. 


ose of borrowing money to 
The second- | REPORT SHOWS THE PROGRESS 
ting as the third-year cash- 
or a different purpose. 


National Life-of Vermont’s Annual 
Statement Reveals Gains Made All 


Along the Line 


of the policy that he 


The National Life of Vermont has 
issued its annual statement showing new 
business $62,698,251. It paid _ policy- 
holders, $11,691,089 during the year of 
which $768,799 was to holders of annu- 
ities. The mortality was the lowest ex- 
perienced in 40 years. The rate earned 
on invested assets was 5.25 percent with 
no losses on investments. The year 
closed with no contests of policy claims 
in the courts or otherwise. The assets 
are now $93,897,772 and surplus is $5,- 
519,340. The increase in insurance in 
force is $32,484,820, making that item 
$421,565,859. Its premiums last year 
amounted to $14,657,475 and total in- 
come to $19,441,992. 

New York was the leading state last 


proceeds has been added. 
part of the whole sum may 
y time, until it is exhausted, 


terest. 


Paragraph in Application 


of prepayment, the insur- 


application if the appli- 


no restrictions re- 


Pations. These points are 





OPTION SETTLEMENT CHANGE 









General Agents Wanted 
At Once!! 


in 
Virginia 





Give Experience, Production each 
of last three years, and Territory 
desired in first letter. 


Home Office Officials will spend lat- 
ter part March in above territory 
and will arrange for personal con- 
ferences if advisable. 

Address 


O, J. LACY, Second Vice-President 
In Charge of Agencies 


THE MINNESOTA’ MUTUAL LIFE 
INSURANCE COMPANY 


Saint Paul, Minnesota 


Now A $107,000,000 Company 














. A. HOPF 
COMPANY 


MANAGEMENT ENGINEERS 


Specializing in Advisory Work for 
Insurance Companies 
Organization Equipment Standardization 
Methods Personnel © Modern Office Planning 


Main Office—40 Rector St., New York 
Western Office—327 S. La Salle St., Chicago 

















Eureka-Maryland Assurance Co. 


OF BALTIMORE, MD. 
Incorporated Under the Laws of Maryland, 1882 
WE ISSUE 
Standard Ordinary and Industrial Policies 


. & GINNIS, President J. N. WARFIELD, Jr., Secret ‘Treasurer 
rs S,may L, Vice-President Dr. J .H. IGLEHART, Medical Director 











} 





' to $2,693,003. 


p Easy to read, easy to digest, easy to remember, easy to put at work making dollars for me’’—thus writes a 
buyer of ‘Easy Lessons in Life Insurance,” a text and review book with quiz supplement. $164 The 
National Underwriter Company, 1362 Insurance Exchange. Chicago 
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q If your present opportunities in the life in- 
surance business are limited to personal pro- 
duction, our agency contract will interest you. 
It offers better than g i 

ties, vested renewals and low cost insurance. 
q Exceptional opportunities are open in Min- 
nesota and Ohio and a few in Wisconsin. 
@ Check up our record. 


’ Nati eonalwe 
(Gardian jif 


“Heme Office, Madison, Wis. 


agency opportuni- 


T 

















AGE LIMITS 





NEWS OF LOCAL ASSOCIATIONS 
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CHARLESTON IS TAKING LEAD 


West Virginia 


Association First to 


Adopt National Body’s Suggestion 


for 


Higher Dues 


PHILADELPHIA, PA., March 11.— 
The Charleston, W. Va., life under- 
writers association is following out the 


ideas suggested 


recently by the trustees 


of the National Association of Life 


Underwriters, 
better financial 


by reorganizing on a 
basis. The dues of the 


West Virginia association are placed on 
a higher scale than ever before. General 
agents (for three years or over) will pay 
$60 a year; district and special agents 
must pay $20; and all other local agents 


$12 a year. 


This is just about double the present 
dues scale in the various local associa- 
tions all over the United States. The 
national board of trustees has just said 
that the dues of all local associations 
should be raised immediately, to pro- 
mote greater service for the associations 
and ‘members everywhere. 

The West Virginia association is also 

















“The salability of the Union Central’s substandard insurance and the 
Company’s low rejection rate have made this possible. 


“That is the sort of service the agent likes, because it makes it easier 
for him to realize the maximum earnings on his effort.” 
——one of the Union Central Managers. 


Less than 7% of the applications presented to the medical depart- 
ment last year were rejected. In spite of this very low rate, the Union 
Central continued to maintain its enviable record of low mortality. 
Thus, increased efficiency in medical selection has benefited the Union 
Central Agent without decreasing the high rate of dividends. 


‘‘Easier For The Agent’’ 


“Not once during the last two years has 
it been necessary for me to go to the trouble 
and expense of placing any policy with an 
outside company. If it could be placed at 
all, it could be placed in the Union Central. 


The Union Central 


Life Insurance Company 


CINCINNATI, OHIO 





AMOUNT 
$500 — $500,000 











| 


establishing a precedent among |i, 
underwriter organizations by found; 
a financial budget, and also by providiy 
for a corporate form of organizatio, 
with a board of directors, thereby sy. 
planting the time-worn “executive con. 
mittee.” 

It is reported to President Clegg thy 
a number of the local associations ap 
already taking steps in the same dire. 
tion as that led by the West Virgini, 
association. The National Association 
wants to encourage this reorganization 
idea from coast to coast among all a. 
sociations. 


- 
CARRIED ON SALES CONGRES; 





Successful Event Is Held Under th 
Auspices of Cincinnati Life Under. 
writers Association 





March 5 was devoted to a sales cop. 
gress by the Life Underwriters Asso. 
ciation of southern Ohio and norther 
Kentucky. The entire program was 
held under the auspices of the Cincin 
nati association. There were in the 
neighborhood of 300 people present who 
enjoyed the program worked out by 
C. V. Anderson, member of the national 
executive committee, Abner Thorp, Jr, 
editor of the “Diamond Life Bulletins,” 
and Ralph H. Holterhoff. 

One of the interesting though local 
features of the sales congress was the 
discussion of the laws before the Ohio 
legislature. As now constituted, the 
laws of Ohio do not recognize life in- 
surance salesmen as such. In fact, they 
operate under an obscure law govern- 
ing casualty insurance. The legal com- 
mittee of the Cincinnati association u- 
der the chairmanship of Harry Walter 
Hutchins has been hard at work fora 
considerable time to get adequate laws 
through the legislature. It- has now 
succeeded in having them drafted and 
submitted to the houses. It is expected 
that they will act on them very shortly 
This will be a real advance for, while 
there has not been an undue amount o 
what might be termed unethical prac- 
tices in the state, still what there has 
been has gone practically unpunished, 
for there is no provision under the law 
which can be invoked to stop malprac- 
tice. 





x * * 

Bridgeport, Conn.—Edward M. Me- 
Mahon, New York general agent of the 
National Life, was the speaker before 
the meeting of the Connecticut Associa- 
tion at Bridgeport on Tuesday of this 
week. Mr. McMahon spoke on “Life 
Underwriters’ Greater Opportunity.” 

*x * * 

Louisville, Ky—John W. Clegg, presi 
dent of the National Association, was 
the speaker before the meeting of 
the Louisville association last week. Mr 
Clegg spoke particularly of uninsured 
life values, stating that 80 percent of 
the property value in this country is In- 
sured, while only 5 or 10 percent of the 
life values are covered by insurance. He 
told of the great opportunity in the bus! 
ness and said that personal initiative 
was the key to increase business. Mr 
Clegg urged affiliation with the under- 
writers’ associations and education % 
fundamentals of the business, to place !t 
on a higher standard. He particularly 
suggested the organization of an insu 
ance library in Louisville. 

x * * 

Lincoln, Neb.—A lively debate wa 
staged at the March meeting of the Li 
coln association in the presence of 
members over the question of the best 
sort of policy to sell, from the stand- 
point of the buyer. C. R. Bigelow spoke 
for the ordinary life, J, T. Wilcox advo- 
cated the 20-pay life and H. E. Owens 
the endowment at 65. 

Cc. R. Easterday reported his impreés- 
sions of President Clegg’s addresses * 
the Omaha sales congress. J. A. Trumble 
discussed W. D. Bowles’ talk, and Ray 
Davis presented the cooperative work 
that Jack Reynolds, trust company offi 
cer from Detroit is doing to boost life 
insurance and secure trust companies 
being named as executors. 














The resignation of E. A. Frerichs as 
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y was received, and W. W. Put- 
of the Midwest Life elected in his 
ol A dozen applications for member- 


ship were received. 

x * * 
PLAN SIOUX FALLS CONGRESS 
Two-Day Session to Be Held March 


17-18, With Rockwell, Cummings 
and King As Leaders 


secretar 


sIOUX FALLS, S. D., Mar. 10.—The 
South Dakota Association of Life 
Underwriters will hold its annual sales 
congress at the Cataract hotel, Mar. 17- 
18, with Dr. Charles J. Rockwell, Har- 
old J. Cummings and Russell S. King 
as instructors in charge of the two-day 
sales course. The program for the two- 
day session is as follows: 

Tuesday 
“The New Salesmanship”—Dr. Charles 


J. Rockwell. 

“Life Insurance as a Factor in Modern 
Life’—Harold J. Cummings. 

“why Men Buy”—Dr. Charles J. Rock- 


well. 

“Nine Points of Protection”—Harold J. 
Cummings. 

“Opening the Interview”—Dr. Charles 
J. Rockwell. 

“Insurance for the Family”—Russell S. 
King. 

Wednesday 

“Insurance for Personal Needs”—Rus- 
sell S. King. 

“Handling the Objection”"—Dr. Charles 
J. Rockwell. 


“Fitting the Policy to the Case”— 
Harold J. Cummings. 

“Business Insurance”—Russell S. King. 

“Insurance Programs and Proposals”— 
Harold J. Cummings. 

“Closing the Case”—Dr. Charles J. 
Rockwell. 

*x* * * 

Saginaw, Mich.—Leonhard T. Hands, 
state insurance commissioner, will ap- 
pear before the March meeting of the 
Saginaw association, he has promised 
association officers. Fire insurance men, 
members of the Saginaw Exchange, have 
been invited to attend the meeting which 
will take the form of a luncheon Sat- 
urday. 

*x* * * 

Grand Rapids, Mich.—A. Gordon Ram- 
say of Toronto, superintendent of 
agents of the Canada Life, is the prin- 
cipal speaker this week at the regular 
monthly meeting of the Grand Rapids 
association. Mr. Raysay’s subject is: 
“Do We Know Enough About Our Pros- 


pects’ Needs?” Carl Duval, acting 
president, will be in charge. 
x * * 


New York City.—The New York asso- 
ciation has sent to all its members re- 
prints of the report of the committee on 
rates on insurance companies of the Na- 
tional Convention of Insurance Commis- 
Sioners, submitted at the meeting of the 
convention in New York Dec. 10, 1924, 
regarding the modified life volicy with 
change of rate at the end of five years. 

This committee reported that the 
Policy is actuarially sound, and may fill 
a need for persons desiring cheaper tem- 
porary insurance, who expect to be able 
to pay a higher premium later. The 
committee reported that the policy may 
fill a need similar to that of the conver- 
tible term and the automatic converti- 
ble term policies. It also warned that 
it is not a half rate policy but full rate, 
and that the policyholder gets no further 
advantage so far as rates are concerned 
that he does in any other form of life 
contract. 

The New York association called atten- 
tion to the fact that the insurance com- 
missioners placed these policies in the 
term insurance class, and that agents 
can successfully compete with them by 
the use of any regular term policy with 
convertible privileges or any regular 
ordinary life policy. 

* * * 


Rockford, Iil.—The Rockford associ- 
ation at its monthly meeting last week 
heard Karl W. Lundberg, treasurer of 
the Empire Manufacturing Company, 
and A. E. Wilder, field supervisor for 
the Equitable Life of Towa. Mr. Wil- 
er expressed the confidence that pro- 


Feld. insurance begins a new era in the 
eld. 


Followine a brief visit to San Diego 
— ¢ Maginnis, president of the 
Wann aq aryland Assurance, and J. N. 
een" a. Jr.. secretary of the company. 
weak Several days in Los Angeles last 
Pacifi continuing their trip along the 
ot ¢ Coast by automobile to San Fran- 
sco and other points. 



























Peoples Life Insurance Company 

















lowa—the State of Plenty | 


Out where the tall corn grows and the West begins; 
the land of prosperity, achievement and happiness—that’s 
Iowa. Her natural resources offer much to any business 
and her people make life worth living within the bounds of 
this state. 


The Peoples Life of Indiana is just entering this great 
territory and is going to put four or five high class men in 
charge of substantial blocks of territory. If you are ambi- 
tious, honest, sincere, have had experience in personal pro- 
duction and organization; if you are looking for a connec- 
tion with a company that is big enough to offer you and 
your policyholders substantial security and young enough 
to have boundless opportunities you may be one of the men 
we are looking for. 


Men who have the above qualifications and can furnish 
evidence of ability and sincerity will do well to communi- 
cate with 


‘“‘The Friendly Company” 


Frankfort, Indiana 
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American National Insurance Company 
Ww. L. MOODY, JR. - meager 


FINANCIAL STATEMENT DECEMBER 31, 1924 


W. J. SHAW, 
Secretary 


ASSETS — ed 
Net Reserve—American expe- 
Real Estate Owned........- $ 1,087,812.90 rience table 3 and 3%%..$16,388,279.45 
Mortgage Loans...........- 6,890,667.38 Reserves for Death Losses in 
Collateral Loans. sptees seeee 28,000.00 Process of Adjustment or 
Loans on Company’s Policies. 1,935,186.95 Adjusted and Unpaid 191,769.07 
Bonds and Stocks.......... 7,558,484.10 Reserve for Taxes and Depre- seb 
pee Da —_ De te seeeeee 1,684,481.43 ciation 167,652.47 
ertificates o 0 RE 38,750.00 renee alto ges sohilietnn 880. 
Interest Due and Accrued... 380,532.96 Cael stk we ee 199,680.52 
erred =  wppeeeeany Pre- Assigned Fund & = § 
mates (met)... cccccccccece 453,620.28 
Unearned Fire Ins. Premiums 1,413.07 TEENS oocess a. ee tc 
Total Assets............ $20,058,899.07 —_ sid nn on 7, $,106,517.56 
Total Liabilities......... $20,053,899.07 
GAINS MADE DURING: 1924 
Increase in Insurance in Force. .....++ses+eeeeees $37,030,018.00 
Tmerence im Adanitted Ageets ....ccccccccccceecece 2,983,310.58 
Increase in Surplus Security to Policyholders...... 237,346.11 


TOTAL PAID POLICYHOLD.- 


DECEMBER 81, 192 See 
$252,067,422.00 $16,354,807.56 


Ordinary Life, Industrial Life & Accident Insurance to Meet the Requirements off Every 
Insurable Person. 
HOME OFFICE BUILDING 


Operates in Twenty-Two States, the Republic of Cuba and Territory of Hawaii 
Gross Income Averages, $754,650.00 per Month 


INSURANCE IN FORCE ADMITTED ASSETS 
4 


$20,053,899.07 
























AGENT MUST CHECK 
UP ON HIS OWN WORK 


(CONTINUED FROM PAGE 8) 


always profit by the errors and omis- 
sions of the past. 

Now, as to prospects—the best pros- 
pect in the world is a man who is already 
a policyholder. Make it a rule to keep 
in the closest possible touch with him. 
Either before or after delivering a pol- 
icy, go out of your way to perform some 
kind of insurance service for him. Ser- 
vice can take many forms. It may mean 
a re-arrangement of the anniversary 
dates of some of his policies to permit 
the payment of annual premiums instead 
of quarterly or semi-annually. This 
will save him the charge made by all 
companies when premiums are paid in 
any other way than annual. His need 
may require some special form of in- 
come settlement. Get all the details 
and make an intelligent diagnosis. Don’t 
get off the job until all his life insur- 
ance is in proper order. There are 
many things that can be done for him 
in addition to delivering him a ready+ 
made garment for a consideration. After 
performing this service, you will usually 
find that it is an easy matter for you to 
get Mr. Policyholder to suggest his 








NO! 


few high grade men. 


own. 


Address in confidence— 





OPEN 
TERRITORY IN 
Ohio 
Pennsylvania 
West Virginia 
Kentucky 
Illinois 
Indiana 
Michigan 











Home Offices: 


Are All The Good Jobs Gone? 


Plans now under way for intensive 
development of our territory call for a 


A man who has a good record for per- 
sonal production can secure an unusual 
opportunity to build a business of his 


If you are the right man a good job‘is 
yours and we will back you to the limit. 


Ray H. Finger, Manager of Agencies 


THE 


CLEVELAND LIFE 
INSURANCE COMPANY 


WM. H. HUNT, President 


Cleveland, Ohio 





























friends to you. He has appreciated yoy 
service, and he knows his friends wij 
In a great number of cases you wil] % 
business with the men whose names a 
given you. When you do, it will be; 
simple matter for you to get names fron 
them, because they will remember thy 
that was how you came to see them, | 
you sell yourself as well as your gook 
they will give you the names of the; 
friends most willingly. I have educate 
some of my policyholders so well wits 
regard to their duty of keeping me sy. 
plied with prospects, that unsolicite 
they give me names every time | s& 
them. 

As an illustration of how this can \ 
developed, 65 percent of the men | gi 
business with last year were old policy. 
holders, and 35 percent were men who 
names were given me by old policyholi. 
ers. I have had the same experience 
ever since I followed a definite plan, | 
find it unnecessary to do cold canvassing 
of any kind. I make it a point, unlex 
I have very geod reason to do other. 
wise, to remove from my files, th 
name of a man whom I have inter. 
viewed twice unsuccessfully. I find the 
this pays because usually, if I have 
failed to sell him, he has sold me the 
idea that I probably will never sell him 





HEARING IS HELD ON 
WISCONSIN CODE BILL 


(CONTINUED FROM PAGE 7) 


in the form originally drafted wer 
adopted last week by the Health & Ac. 
cident Underwriters Conference. 

Among the changes made from the 
present law was one in the provision 
defining house confinement, which 
would allow the policyholders to go 
out for medical attendance or exercise. 
The requirement for the attendance o 
a physician is changed so that it would 
not apply if the doctor certified that it 
was not necessary and it is further 
modified so as to require not more than 
one visit a week by the physician. In 
the section which provides for pro nt 
ing of benefits where injury is receive 
while the insured is doing some att 
which would put him in a more hazaré- 
ous class, it is provided in this amen¢- 
ment that there is to be no pro rating 
if he is doing something that is merely 
an incident of his regular occupation, 
even though the work is of a more haz- 
ardous character. 


Many Amendments Offered 


At the hearing last week, nearly 250 
amendments to the bill as a whole were 
offered. All these amendments will be 
printed and considered further at a 
other hearing to be held by the same 
committee on March 25. : 

Because of the immense amount 0 
work involved in connection with the 
bill, it is still somewhat uncertain as © 
whether it will be possible to get final 
action on the bill at this session. Ii the 
committee should decide that the tast 
is too heavy, it is considered possible 
that provisions may be made for the 
appointment of a recess committee to 
work out the details and report back # 
the next session of the legislature 
There are also some political consideta- 
tions which may have to be taken me 
account if the bill comes before ™ 
legislature itself for consideration, 4 
which make the ultimate outcome Ve 
doubtful. : 

Life insurance men who appeared 4 
the hearing last week included \ 
Clary, vice-president Northwestern Mu 
tual Life; Henry F. Tyrrell, legislative 
counsel of that company; George” 
Boissard, president National Guard 
Life: F. P. Dunham, counsel for /- 
Association of Life Insurance Prest 
dents: George E. Marigold, assoc@ 
general solicitor, Prudential; Line 
Tharenger, assistant secretary, Old ~~ 
Life, Milwaukee; C. O. Paule, secreta? 
Great Northern Life, Chicago; S. A. 4! 
car, secretary of the Beavers Nat 
Benefit, Madison; V. S. O’Connof, — 
waukee, former attorney general of 
consin, representing fraternals. 
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We are Seeking 
Men of Character—A bility—Ambition 


te new men and men not presently affiliated with any life insurance company— 
who are looking for a permanent connection with a growing company The Peoples 
Life has a message. 


The Peoples Life of Illinois is not an old company—neither is it in its organization 
It is a growing company—progressing steadily and employing every means 
to build honestly a company of real Service to both policyholder and agent. 


period. 


Men who appreciate the possibilities of such a company and new men who do not 
but who are anxious to get acquainted with the facts should communicate with E. J. 


Cotter 


Chicago, Illinois 


at the Home Office. 


The Peoples Life has a future for you. 


These men in charge of their respective 
good. 


fields are making 


It will pay you to communicate with them regarding 
The Peoples Life in their territory. 


A. E. Sullivan, State Agent, 505 Lombard Bldg., Indianapolis, Ind. 
J. J. Dixon, District Manager, Eastern Illinois, Address, Home Office. 
A. M. Griffin, State Agent, Melbourne Hotel, St. Louis, Mo. 


W. Milder, District Manager, Northern Illinois, Address, Home Office. 





























The Systeman 
Security Holder 


is the best leather container on the 
market designed to provide a place for 
Insurance policies, bonds and other 
valuable papers. 


Your client will appreciate that such 
a holder typifies quality service. The 
goodwill that it creates will be far in 
excess of its cost to you. It helps de- 
liver extra policies. Use the coupon 
below. An examination of the Holder 
will convince you. 


The Price is $2.25. 


There is a large size at $3.15. 
Liberal quantity discounts. 
In lots of 25 or more your name printed on holder 


without charge. 


E. L. KAUFMANN 


Room 700, Austin Bldg. 
111 W. Jackson Blvd. 
Chicago, III. 
Telephone Wabash 3933 


I would like to examine a Systeman 
oe Holder. If I decide to keep it 
remit $2.25 within ten days. If 

+ I will return the holder. 











sii $200,000 


Ts life insurance agent who 
wishes to obtain the representa- 
tion of a reliable and pre-eminently 
honest company will find The Gem 
City Life admirably suited to his 
needs. The Gem City will equip its 
agents to write all forms of personal 
protection and in one good strong 
company. 


There are exceptionally good oppor- 
tunities for agents and general agents 
in good producing territory. 


GEM CITY LIFE INSURANCE COMPANY 


I. A. Morrissetr, Vice-Pres. 


DAYTON, 


OHIO 
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——_ POLICIES 
——_ INFORMATION 


—— E.EXTENDED VALUES 


‘ee PREMIUMS 


4 p———_ COMPANY 


The recognized authority on all Companies for 28 years | 


UNIQUE 
MANUAL DIGEST 
1925 


Anything, —~ 
— Everything 


500 PAGES 
ANNUAL 
TATEMENTS IN 

OETAIL 


270 COMPANIES 


100 PAGES RESERVE 
& MORTALITY TABLES 


SYNOPSIS OF ALL 








GENERAL 
CASH LOAN-PAID UP 


ANNUITY RATES 
EXCESS INTEREST 
RATES 


A. ———_ SETTLEMENT 


OPTIONS 


PRACTICES 
COST 20 YEARS 
DENDS 20 YEARS 


4 


The Only Book Published Showing All Companies in All Departments of Information 


The “Book of Knowledge” for life insurance field men. 


Do agent in the country town or small city, isolated from his gener 
ly the same service as the well-equipped big city agent or general agent who draws from 


aie sources. 


and HAVE NOT ACCESS to the usual 


The omy 


leteness of the Digest enables 
agency or home office, to give 


Most agents buy both Digest and Little Gem; however, if you can afford only one, 
eneral agency or home office services, BUY THE DIGEST. It 


enables the agent to give full and detailed information regarding every company. 


‘ General*Information 


Tt gives ell legal reserve companies (about 
270), with important facts about each com- 
pany, including a brief history—where oper- 
ates—mutual or stock—kinds of business 
written—whether writes health or accident, 
sub-standard, annual dividend or what not— 
information on the ure as well as the 

t. It tells you if a company changed 
mame or reinsured. 


Thousands of pertinant facts. 


Annual Statements 


It gives you a financial statement of 57 
Semae, including premium income, amount 
to policyholders, insurance in force— 
= much pre ry or a 
much on 8, 3% % or 4% reserves, par, or non- 
par., life, endowment or term. It includes 
admitted assets, reserves and surplus funds. 
It shows whether assets consist of mortgage 
loans, bonds or stocks—whether bonds are 
—— gtate and federal, railroad or in- 
dust It shows rate of interest earned— 
percentage of new business to total—acqui- 
sition cost—ratio of actual to expected mor- 

tality—and many other c* 
af Cer wo otiies, vensonn, Digest is worth 
its cost \y use eit aves a “financial 
in w ich significant facts are brought 

out for each company. 


Tables 


The Digest shows preliminary and modified 
preliminary term reserves—full level premium 
reserves, select and ultimate reserves, Amer- 
ican 8, 3% and 4%—Actuaries 4%—descrip- 
tions of each standa: omparisons of the 
different mortality tables—108 pages of vari- 
ous tables. 

This is a great collection of tables. The 
completeness of this > — t in reserve, 
mortality and others is in keeping with the 


rest of the 
Dividends 


The Digest F you dividends at five- 
year ose on popular policy forms, over a 
period of 10, 15 or 20 years. For example, 
dividends are shown on the Connecticut Mu- 
— on the following policies: Life: 10, 15, 

, 20, 25 and 80 Payment Life; 10, 15, 20, 
28° 80 and 85 Year Endowments; Endowments 
at ages 60, 65, 70 and 75, 20 ‘Payment En- 
dowments at ages 60, 65, 70 and 75; five 
year Term; dividends on paid-up endowments 
and on paid-up life policies. 


Other books as a rule give dividends on 
Sut three policy forms. 





Values 


This book shows the cash, loan, paid-up and 
extended insurance at every age on Ordinary 
and 20 Pay life policies for the larger com- 
panies. In addition, values of seven forms 
are shown at five-year ages for every com- 
pany. The options are given for a number 
of special policies. 


Policy Analysis— 
Company Practices and Rules 


The Digest summarizes the principal feat- 
ures, under twenty heads, covering more than 
80 points. The summary includes disability 
clause—double indemnity clause—irrevocable 
beneficiary—excess interest rate—change of 
ot lication of dividends—cash values 
—loan values—paid-up and extended insur- 
ance values—incontestability—premium loans 
—restrictions—limits of insurance—binding 
+ cece on women—company prac- 
tices 


It is the sh of the obscure points 
about policies—the kind of information that 
cannot be found elsewhere—that makes the 


Digest so valuable. 


Net Costs 


Twenty Year Mlustrations 


a exhibit . uate apo on the i basis of 
@ present scale an e act story—on 
the Ordinary Life, 20 Payment Lite and 20 


year Endowment policies, over a iod of 20 
years. Net costs are calculat both with 
am without cash values deducted. Where 


the 20 year experience is not obtainable, the 
exhibit is made over a period of 15 years. 
Net Cost calculations are also made on the 
basis of the present scale and the actual his- 
tory over periods of 5, 10 and 15 years. 

The dividend formulas are shown. The 
changes in the dividend schedule are given 
for the years from 1917 to date. 

wre the increased returns that companies 

mg to policyholders, you will 
ao = Digest as it covers the dividend and 
net cost phase of life insurance thoroughly. 


Rates 
The Digest shows the rates of all the prin« 
cipal policies at ev e. Likewise, it gives 


ery 
the disability and double indemnity rates. It 
also gives you a complete list of policies 
written with rates at three ages and with 
notes and brief descriptions on the unusual 
contracts. 





Some of the unusual as well as regular 
policies that are listed at EVERY AGE. 


of many companies including 


Semi-Endowment Age 70 of Bankers, Ia. 

Insurance to Age 65 of Connecticut General 

Convertible Policy of Equitable, N. Y., including 
options. 

Income for Life Policies of the Fidelity Mutual. 

a 77 ad Premium Policies of the Manhattan 

e. 

U. 8. Government Insurance. 

Metropolitan Child’s Endowment. 

Phoeniz Mutual 3%% Policies. 

Reliance Life Guaranteed Premium Reduction 


forms. 

Special Combination Policies of Columbian Na- 
tional and International Life. ** 

Multiform Policies of the Conservative of West 
Virginia. 

Guaranteed Annual Addition contracts of the 

inois Life. 

Preferred Risk forms of Lincoln National. 

Rates for Colored Risks of Lincoln Reserve. 

Long Term Endowments of Connecticut Mutual, 
Massachusetts Mutual, Provident Mutual, Mu- 
tual Benefit and others. 

New York Life Accelerative Endowments. 

20 peanent Pure Endowment Addition rates of 
Prudenti 


Security Mutual Perfection Policies. 
Travelers Insurance to Age 60, 70, or 80. 
Travelers Premium Reduction Policics. 
Western States Coupon Policies. 
Many other Coupon forms. 
Monthly Income, both Limited and  Continmeun. 
) + a maturing ages 60 to 85. 
Intermediate Policies. 
Deferred Dividend Contracts. 
Return Premium Policies. 
Annuity Rates. 
Regular Life and Endowment Contracts. 
Aetna, Travelers and Prudential “modified rate” 
policies. 
Besides, the Digest summarizes every com- 
| ay A rate-book and LISTS ALL POLICIES 
talogue form that are shown at every 
age,-giving rates at three ages with explana- 
tions of peculiar contracts. The policy that 
you may want to know something about wiil 
be listed in the Digest. It may be one of 
these: Perfected Endowment ; Survivorship An - 
nuity; Progressive Life; Cumulative Invest 
; Premium Savings; Economics; Semi- En 
t; ry Continuance; Thrift; Specia! 
Investment; E ent Annuity ; Comolete 
Protection; Multiform; Accelerative; Mortgag : 
Coverage Bond; Retirement Annuity; Modific? 
Endowment; Ideal Savings; Optional Limited 
Payment ; Founders; Immediate Benefit; Guar- 
anteed Dividend; Preferred Risk; Triple Benefit. 


Retail Prices, Single Copies..........$3.50 
Your price is your company club price‘ 


THE NATIONAL UNDERWRITER CO. 


420 East Fourth Street 


Cincinnati, Ohio 








_ 

















{arch 


= 




















“| 
City, s 
Congré 
who ill 
big ar 
the mi 
man W 
“The 
couple 
of cars 
and Ww 
down 1 
ot his 
movins 
vehicle 
“Inv: 
ing tw 
small 
making 
busines 



















here b 
first es 
little wv 
how fz 


who w 
doesn’ 


boss b 


are ch; 




































March 13, 1925 


LIFE INSURANCE EDITION 














Modern 





| 
| 


= 


Getting Methods 


Business 

















Hug 





a Hart, of Hart & Eubank, man- 


agers Aetna Life in New York | 
City, speaking before the Colorado Sales | 
Congress, “of a certain railroad engineer | 
who illustrates the difference between the | 
big and the small producer—between 
the man who does big things and the 
man who falls short. 

“The engineer, becoming insane, un- 
coupled his engine from a long string | 
of cars, hitched on an old baby carriage | 
and went steaming full speed ahead | 
down the track, The tremendous power 
of his locomotive was expended in the | 
moving of a_ ridiculous, insignificant | 
vehicle. That is small production. 

“Invariably, one or more of the follow- | 
ing twelve characteristics is found in the | 
small producer, the man who is not | 
making a success in the life insurance | 
business. 

“He lacks character. 

“He lacks the life insurance tempera- 
ment, which includes as essentials cour- | 
age, optimism and personality. 

“He lacks health. The life insurance | 
business makes a peculiarly severe drain 
upon the nervous system, and only good 
health and proper care of the physical | 
man can withstand the strain. 


| 
| 


h D. Hart of the Aetna Life Tells 
Difference Between the Large and Small 
Producers in the Life Insurance Field 


dustry, ambition, and the size of policies 
sought and class of men dealt with. 

“The remaining six are partially 
within his own control. They are life 
insurance temperament, health, head- 
work, company or agency connections, 
home conditions, and the momentum of 
success. 

“Seven of the characteristics are men- 
tal almost entirely. They are tempera- 
ment, knowledge, confidence, headwork, 
unhappy company or agency connec- 
tions, unhappy home conditions and am- 
bition. 

“Thus, almost entirely, the making of 
the small producer or the large producer 
lies almost completely within the power 
of the man himself.” 


Real Estate Director 
Analyzes ‘‘Buying-Ship’ 


R P. SHEPERD, director of per- 
e sonnel in the real estate agency of 
Krenn & Dato at Chicago, gave an illus- 
trated talk before the southern Ohio 
sales congress at Cincinnati last week. 
He used a blackboard continuously for 
it was his experience that when his audi- 


? 


| ence both heard and saw the points he 


Lacks Knowledge 


“He lacks knowledge, usually failing | 
here because he does not know that the 
first essential of wisdom is realizing how | 
little we know, at best. It is surprising | 
how far the life insurance business has 
progressed, when we consider how little 
the average life man knows about his 
own business, let along the business of 
the man he hopes to sell. 

“He lacks confidence. Confidence is 
the only healthy attribute of a man I 
know of that has all the symptoms of a | 
disease. It’s contagious—it spreads. | 
The man who has it passes it on to the 
other fellow. The life insurance sales- 
man with confidence inspires the con- 
fidence of the man he seeks to write. 

“He lacks headwork. 

_ “He lacks industry. Don’t believe the 
fellow who tells you the law of averages 
will take care of you. If you don’t take 
care of yourself, and dig, the law of 
averages will surely ruin you. 

“He lacks ambition. Governor Neff 
of Texas once said that a man can turn 
the world upsice down, if he wants to, 
ut he has to want to, first. 

“He goes in for small policies and 
deals with small men. 

“He is unhappy in his company or 
agency affiliation. 


Must Be Happy at Home 


“He is beset with unhappy home con- 
ditions. I know a man in Pittsburgh 
who will not hire a married man who 
doesn’t bring his wife along to see the 
boss before taking the job. If the wife 
‘sat sold on his entering the business, 
the Pittsburgh man contends, that man 
's doomed to failure before he starts. 
"He does not acquire the momentum 
of success. Success too often is viewed 
: a ladder, an up-hill climb—that’s only 
the start. Once a man reaches the top 
of the hill he acquires a momentum 
that carries him rushing forward to 
Steater things. 
au what are the characteristics of 
re producer? Invariably, they are 
fa y the reverse of all or a majority 
“ante twelve characteristics. 
» f the twelve, six are entirely within 
~ aatrel of the man himself. They 
© character, knowledge, confidence, in- 





| respect. 


| maturity of policies. 


made that they understood much better. 

His emphasis on the 100 percent secur- 
ity of life insurance was due to its being 
the greatest single attribute life under- 
writer have to offer to prospects. No 
other investment can compare in this 
Life insurance is payable to a 
man’s heirs at his death, and no other 
time could be more appropriate for the 
Whenever death 
occurs, there is always a financial prob- 
lem and cash to solve it is a self evident 
need, 

A paradox about life insurance is that 
there isn’t any such thing. No policy 
can guarantee a man’s living beyond his 
allotted hour. It therefore behooves a 
man to cover his family’s necessities for 
cash at death at his earlies opportunity. 
The moral effect of life insurance upon 
the fabric of the nation is beyond esti- 
mate. It involves the recognition of 
every man of his duty to his immediate 
family and at the same time to relieve 
his fellow beings of responsibility of 
caring for paupers. 

Life insurance offers the one legal 
method of preventing legal confiscation. 
The laws governing the inheritance taxes 
are rigid and inflexible and unless there 
is the ready cash to meet the impost, 
confiscation to a greater or lesser degree 
is certain to ensue. 

The stabilizing effect on business is 
one of the outstanding features which 
life insurance guarantees. It serves as a 
governor which puts forth its reserves 
in time of stress and enables business to 
go ahead where its absence means stag- 
nation. 

Civilization as it exists today rests on 
two institutions, business and life insur- 
ance. Business is the controlling factor. 
Every man is a buyer or a seller, in fact, 
practically every man is both. The 
buyer seeks satisfaction of his wants. 
Buying power controls the entire earthly 
existence. It is, then, up to the seller to 
find the buyer, to understand him and 
to guide him. 


In Mr. Sheperd’s opinion, the heart of 
salesmanship is buying-ship. When the 
buyer has been shown the needs he has, 
it is up to the salesman to guide him in 
such a way that buying will be a pleas- 
ure to the man he approaches. 
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| Springfield Life Insurance Company 


A MuTUAL LEGA Reserve Lire INsuURANCE CoMPANY 
HOME OFFICE: SPRINGFIELD, ILLINOIS 


AGENTS WANTED 


We offer to Agents who CAN— 
(1) Liberal first year commissions 
(2) Liberal renewals—thus insuring a permanent income 
(3) Actual—not promised—home office co-operation 
(4) Large actual prospect lists 


Business in Force $80,000,000 























A. L. Hereford, President 


George Hawkins Supt. Agencies 
Springfield, IIL. 


Springfield, Ill. 















Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 


PITTSFIELD, MASS. 
FREDERIC H. RHODES, President 


This Company has always pursued those policies in the conduct of its business that have 
given it a high reputation for stability and fair dealing. 

Has always rendered the highest grade of service to its policyholders. 

Has always extended reasonable assistance and encouragement to its representatives to 
develop and hold their business, 

Its policy contracts give to each individual insurer full protection, safeguarding, at the 
same time, the interest of all its policyholders. 

JOHN BARKER, Vice-President ROBERT H. DAVENPORT, Secretary. 




















We have in Ala., Ark., D. C., Fia., Ga., Ill,, Ia., Kans., Md., Mich. 


, N. M., N.C., Okia., 8. D.,"W. Va. and Wyo. 
Our Agents Have 
A Wider Field— 
An Increased Opportunity 


Because we have 
Age Limits from 0 to 60. 
Policies for substantial amounts (up to $5,000) for Childrem on variety of 
Life and Endowment plans, thus enabling parents to buy all of the Family's 
insurance on the Ordinary, i. e. Annual, Semi-annual or quarterly premium 








Participating and Non-Participating Policies. 

Same Rates for Males and Females. 

Double Indemnity and Total and Permanent Disability features for Males 
and Females alike. 

Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO 


B. R. NUESKE, President 








Safe and Secure 


For 80 Years 


When the Mutual Benefit was organized in 
1845 there were only a few Life Insurance Com- 
panies in the United States. Through the Wars, 
Panics and Epidemics of all these years, it has 
always stood safe and secure as a foremost disciple 
of Pure Life Insurance. 





The 


Mutual Benefit Life Insurance Co. 


Organized 1845 


Newark, New Jersey 
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A Picture Story 


The beautiful oil paint- 
ing of the young business 
woman and her future pos- 
sibilities answers most ef- 
fectively by its lifelike col- 
ors— 


“When old age comes— 
which will it be?” 


The picture appears here 
without its charm of color. 
It is reproduced with every 
tint from the artist’s brush l 
faithfully portrayed on one 
of the series of business-get- 
ting letters used by agents 
of The Lincoln National 
Life Insurance Company. 


The circularizing pro- 
gram of The Lincoln Na- 
tional Life ties up with an 
expressive picture each mes- 
sage it delivers to the pros- 
pect. It speaks a language 
all can understand. Its 
spendid results have offered Lincoln National Life agents another 


reason why it pays to 
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The 


Lincoln National Life 
Insurance Company 


‘‘Its Name Indicates Its Character’’ 








Lincoln Life Building Fort Wayne, Ind. 
Now More Than $345,000,000 in Force 





POLICY PAID BY NOT 


MINNESOTA CASE IS DECIDz 





Supreme Court Holds for Policyholiy 


in Case of Mary Coughlin vs. Re. 
liance Life 





ST. PAUL, MINN., Mar. 10—Ty, 
Minnesota supreme court has held thy 
a promissory note given in paymey 
of an insurance policy pays the obj. 
gation in full, even though the nog 
goes to protest. This was the decisig 
in the case of Mary Coughlin vs. Rej. 
ance Life, the plaintiff being the moth 
of a policyholder in the Reliance Lik 
whose death occurred after the defau} 
of the premium note given in paymer 
for the policy, though the note pm 
vided for cancellation upon default, Thi 
was not in the policy, however. Th 
company denied liability under the pd. 
icy, claiming it was cancelled upon & 
fault of the premium note. The cou 
has held for the plaintiff, deciding tha, 
if that view be taken, the company haj 
erred in the charge made for the policy, 
If the company had accepted the firs 
payment of $12.63 as payment for th 
policy, not considering the note o 
$48.63 as a payment, the original charg 
had been discriminatory under any po- 
icy form. The court agreed that ther 
was some doubt as to the situation, bu 
in view of the general practice of gir. 
ing the policyholder the benefit of th 
doubt, it held for the plaintiff. In its 
opinion, the court said in part: 


Violated Policy Provisions 


“Under the policy the insured hai 
31 days’ grace, but if the note was a- 
cepted as a payment its maturity and 
non-payment did not constitute a de 
fault on the part of the insured that 
would terminate the policy. If it was 
a payment it kept the policy alive for 
a full year. The policy required th 
premium to be paid in advance. The lav 
required this provision in the policy. 
The note was therefore given for 2 
present, and not an antecedent debt. De 
fendant said the note was not given and 
accepted in payment but merely as a 
extension of time in which the policy 
might be lapsed. If it was given and 
accepted for such purpose it would be is 
violation of the statute requiring pre 
miums to be paid in advance, and such 
violation is made a crime. On the other 
hand the taking of the note as a pay 
ment does not violate the statute. Upor 
somewhat of an analagous state of facts 
this court has said in substance that 
even in the absence of an express agree 
ment to that effect, the defendant must, 
in the judgment of law, be deemed t 
have accepted the notes in payment 0 
the premiums. 


Petition for Rehearing 


“We are of the opinion that where 2 
insurance company prepares an agret 
ment, such as this interest bearing n0té 
with its invalid collateral agreemet 
therein, and procures the signature © 
the insured thereto, and, then, retains the 
note without returning it, as well as the 
$12.63 in view of the circumstances 
herein mentioned, until the insured 
dead and then still retains the note, ** 
estopped from saying that such note 
was not given and accepted in paymen 
of the premium. The company af 
cured this note and $12.63 in cash. } 
agreed to carry the insurance for 
months and then let it lapse if - 
note was not paid. Under its terms © 
alleged in the complaint, it would ha 
carried term insurance on the ae” 
for one year in this amount for $10. : 

A motion for a rehearing has 
filed by Thomas W. Blackburn, rie 
tary and counsel of the American . 
Convention, and William Ross = 
head of the legal bureau of that ay 4 
zation, and a strong brief filed ™ 
port of their contention. 
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